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Mutuals Estimate 
8.5% Premium Gain 
In 1957 Over 1956 


Fire and Casualty Insurers Writing 
$2,750,000,000, Says American 
Mutual Alliance 


$850,000,000 FIRE PREMIUMS 

Casualty Premiums Rose 9% to 

Total of $1,900,000,000; Losses 
Show Sharp Increase 


The mutual fire and casualty insurance 


companies of the U. S. wrote $2,750,000,- : 


000 in premiums during 1957—an 8.5% 
increase over the $2,533,184,466 of 1956— 
according to the annual operations sur- 
vey just completed by American Mutual 
Insurance Alliance, Chicago. The total 
sets an all-time high for the nineteenth 
consecutive year. 

Premiums of the nation’s 2,293 mutual 
fire insurance companies were about 
$850,000,000, an increase of 7.5%. Pre- 
miums of the nation’s 203 mutual casualty 
insurance companies were about $1,900,- 
000,000, up 9% from 1956. 


Heavy Losses This Year 


The survey indicates that losses paid in 
relation to premiums written showed 
during 1957 one of the sharpest rises in 
insurance history, and that in conse- 
quence many insurance companies will 
show substantial losses of surplus in their 
year-end statements. 

Worst experience was in the automo- 
bile accident field, where large jury ver- 
dicts were a factor in raising loss cost 
levels. Rate increases approved by state 
insurance regulatory authorities were not 
large enough to check the trend, and it 
is expected that it will be necessary to 
seek added increases in automobile in- 


surance rates in many areas during 1958. 

Such other major fields as fire and 
vorkmen’s compensation also showed 
some increase in losses. Large wind- 
storms—which have been responsible for 
heavy insurance losses in other years— 
were few in 1957, although they caused 
severe damage in limited areas. 

Two years ago, in 1955, the mutuals 
wrote about $2,325,000,000, a gain of 
3.4% over 1954. In 1955 the fire insurers 
accounted for $760,000,000, up 7%, and 
the casualty companies $1,560,000,000, a 
gain of 1.6%. The paid loss ratio that 
year was somewhat higher than in 1954. 
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YOU ae 8 
Can Get FURTHER FASTER 


with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 
Major Medical. 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 
and tax planning. 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


for all salesmen. 


Frank S. Vanderbrouk, President 
Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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$5.8 Million Housing 
Loan By John Hancock 
Made, FHA Insured 


John Hancock Officers and Federal 
Officials Take Part in Com- 
mitment Ceremony 


TRACT COVERS 600 ACRES 


Washington, D. C. Development 
Will Be Biggest Thing of the 
Kind Ever Undertaken 


John Hancock Mutual Life has made 
formal commitment for a mortgage loan 
of $5.8 million to finance construction of 
an eight-story, 400-unit apartment build- 
ing, and 80 single-family row houses in 
an eight-acre tract in the Southwest Re- 
development Area B Washington, 
D. C. Construction will begin early in 


in 


1958 and will be completed early in 1959. 
The loan, insured by the FHA, will 
of the 
huge 600-acre 
the largest 
redevelopment project ever attempted in 
the United States. Nearly 300 acres are 
being set aside for streets and an ex- 


permit early construction first 


rental units in a tract 


which comprises clearance 


pressway. The remaining land is desig- 
nated for Federal office buildings, parks, 
schools, churches, community buildings, 
residential and commercial structures 
The buildings being financed th< 
John Hancock will occupy 8.23 acres of 


by 


the Southwest Redevelopment area. 


Hancock Officers at Ceremony 


Vice President Reginald B. Miner of 
John Hancock the 
ment to James H. Scheuer, vice presi- 
dent of the First National Capital Re- 
development Corp. at a luncheon cere- 
mony in Washington on December 16 
Attended by Federal and city officials and 
officers of the John Hancock, the lunch 
eon was sponsored by James W. Rouse 
& Co., mortgage bankers representing 
the John Hancock in the District of 
Columbia. 

Paul F. Clark, chairman ] 
Hancock, said, “We are proud to have 
the opportunity to participate in this 


presented commit- 


of John 


important project in the nation’s capi- 
tal. A vigorous urban renewal program 
stabilize and capture 
sound values and good in 
inner city. This dramatic project on the 
the Capitol deserves the 
support of everyone. We are glad to 
have a part in it.” Mr. Clark’s state- 
ment was read by Vice Admiral John 
L. McCrea (Ret.), vice president in 
charge of client and personnel relations 


is essential to 


living the 


doorstep of 


for the insurance company. 

Admiral McCrea emphasized that the 
company would not have undertaken to 
finance the project “if it hadn’t been in 
the best interests of ten million policy- 
holders for whom we must look out.” 
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for pine and waiting. Equitable’s —_ Living Insurance jg for the pursuit of hap eae 
Fem see ss piness, a 
Living Insurance : 


by Equitable 


Another good reason why people look up to 
The Man from Equitable 


Living Insurance by Equitable 


The Equitable Life Assurance Society of the U.S. » 393 Seventh Avenue, New York 1, N. Y. 
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Provident Mutual Life Makes Sweeping Changes 


Among Innovations Announced At Special Management Conference Are General Rate 


Reductions, New Career Contract For Field, Broad Revision Of Policies, Group For 
Small Business, Group Life And Medical For Field Force. 


. A. Bradshaw, president, Provident 
Mutual Life, has announced an entirely 
new insurance program for the company, 
the greatest number of changes in its 
93-year history. The announcement was 
made at a special meeting of manage- 
ment personnel held in Philadelphia the 
week of December 9. More than 50 
changes and innovations are included in 
the program for Individual Life, A. & 
S. and Annuity contracts. A new Groyp 
Plan for small business and a jae 4 
Pension portfolio were introduced. A 
new Career Contract for representatives 
will become effective on January 1. New 
Provident Mutual Group Life and Single 
Plan Major Medical is available for 
qualified representatives and agency em- 
ployes for the first time. 


General Rate Reduction 


Of major interest is a general reduc- 
tion in the standard premium rates of 
all plans of individual life insurance 
policies and annuities. Combined with 
this reduction is the adoption of the 
principle of grading premiums by size of 
policy, and a new and increased divi- 
dend scale effective January 1. Because 
premiums on policies already in force 
cannot be reduced, in line with Provi- 
dent Mutual’s equitable treatment of all 
policyowners, dividends on policies is- 
sued since March 1, 1935 will vary by 
size of the policy. The amount set aside 
for distribution in 1958 is approximately 
11% more than if the 1957 scale had 
been continued. 

In the new rate structure, “basic pre- 
miums” are used for policies up to f 
On policies larger than $4000 there is a 
quantity discount of $2.00 per $1000 
yearly for each $1000 over the $4000. 
This produces a gradually reducing aver- 
age premium per $1000 as the amount 
of insurance increases. The following 
illustrations show the effects of the new 


A. & S. insurance production is show- 
ing a substantial increase. There is a 
rate reduction of approximately 6% in 
new Income Protection policies and a 
dividend increase in outstanding policies. 

Non-Medical issue limits at ages 32 
days to 30 years have been raised to 
$15,000. Protector Life and an increased 
number of term policies and agreements 
may now be issued non-medically, 

A new privilege has been made 
able on both new and outstanding En- 
dowment policies. When the recipient of 
a maturing endowment does not wish to 
receive the proceeds at the maturity 
date, he may elect to defer the date 
for 5 years. The policy will remain in 
force as a full-paid participating con- 
tract, each $1,000 increasing yearly until 
it is $1,104 at the end of 5 years. 

The announcement included a new 
Automatic Payment (A.P.P.) for paying 
premiums by preauthorized check. In 
addition to having lower initial premium 
rates, policies under this plan are en- 
titled to the quantity discount. Also the 
discount rate on life insurance premiums 
paid in advance is increased from 3% 
to 3.25%. 


avail- 


Group For Small Business 


Important news from the Group De- 
partment was the introduction of a com- 
plete line of coverage for the small busi- 
ness—firms with from 10-24 employes. A 
sales manual and sales promotional ma- 
terial were distributed at the meeting 
and copies have been sent to each rep- 
resentative. Also announced were the 
company’s new Group Pension Plans and 
material. These may be issued with the 
entire plan in Provident Mutual or may 
be superimposed on already established 
Pension or Profit Sharing plans. 


Commissions and Pensions 


Of equal interest to the policy and 








lower premiums and the quantity dis- underwriting changes and additions were 
count: announcements of a new career contract 
Premium on New Basis per Reduction in Premium per Percentage 
on Policy for Premium $1,000 on Policy for Reduction 
$4,000 on Old $4,000 on_ $10,000 
Age or $10,000 $25,000 $100,000 Basis or $10,000 $25,000 $100,000 Policy 
«¢ss sess 
Ordinary Life 
25 $20.01 $1881 $18.33 $18.09 $2144 $143 $2.63 $3.11 $3.35 12.3% 
35° 20:90 25.10 24.62 24.38 28.50 2.20 3.40 3.88 4.12 11.9 
20 Payment Life 
25 $32.24 $31.04 $30.56 $30.32 $33.84 $1.60 $280 $3.28 $3.52 8.3% 
35 SBa0 37.35 36.87 36.63 40.92 2.37 zs I § 4.05 4.29 8.7 
Term insurance policies and riders also. for full-time company representatives 
share in the general rate reduction and covering both active and_ retirement 
in the quantity discount (on decreasing years and new Group Life and Single 
term policies the quantity discount is Plan Major Medical Insurance Plans 
based on 60% of the initial amount.) The for representatives and for full-time 


rate reductions are greatest at the 
younger ages, in some instances being 
more than 30%. 

In general there is a reduction in the 
extra premiums for the Disability Pro- 
visions, Accidental Death Benefits and 
the Protected Premium Agreement. 
Single Premium Annuity rates have been 
revised and modernized. This has re- 
sulted in significant reductions in costs 
at all ages. To illustrate: 


agency employes. 

The career contract for full-time rep- 
resentatives is based on a maximum first 
year commission of 55%. Renewal com- 
missions are greater in the early years 
and the career contract provides a con- 
tributory pension. Group Life and Single 
Plan Major Medical insurance is in- 
cluded. The pension is exclusive of 
Social Security and the agent does not 
have to retire in order to receive it. If 





SINGLE PREMIUM ANNUITIES 
Per $100 Yearly Income 


Life Annuity 
Age New Old Reduction 
Male Female Basis Basis Amount 
60 65 $1,419.00 $1,512.20 $93.20 6. 
65 70 1,205.20 1,276.60 71.40 5.6 
70 75 998.20 1,053.90 55.70 5.3 


Instalment Refund Life Annuity 
New Old Reduction 
Basis Basis Amount % 
2% $1,614.60 $1,903.90 $289.30 15.2% 
1,442.30 1,704.00 261.70 154 
1,271.50 1,509.60 238.10 158 








Lewis C. Sprague, vice president and 
manager of agencies, welcomes to the 
podium Paul W. Schenck, Jr., CLU, gen- 
eral agent in North Carolina and presi- 
dent of Provident Mutual General 
Agents and Managers Association. Mr. 
Sprague presided at the opening session 
of the announcement meeting. 





active, after age 65 he 


he continues 
i graded contract on his 


receives the 55% 
new production. 

Agents not under the career 
who have at least $1 million insurance 
in force receive a 2% service fee after 
the 10th policy year. Minimum fee pay- 
ments at ages 65, 70 and 75 have been 


contract 


Provident Opens Boston 
And Phila. Group Offices 


Provident Mutual Life of Philadelphia 
has opened two regional offices in Bos 
ton and Philadelphia for the sale and 
service of Group insurance. The Boston 
office, under the direction of Regional 
Group Manager Stanwood G. Ladd, is 
located at 843 Chamber of Commerce 
Building, 80 Federal Street, and_ will 
serve the New England States with th¢ 
exception of Southern Connecticut. Tl 


Philadelphia office, at 1530 Three Penn 
Center Plaza, will serve Eastern Penn 
sylvania, Southern New Jersey, Mary 
land, Delaware and Washington, D. C 
Regional Group Manager Harry M 
Barkley will head the office and he will 
(Continued on Page 4) 





increased 20% 

Some commission rates are being in 
creased but on the most popular plan 
Provident Mutual has already been pay- 
ing the highest percentage allowed under 
the New York law. The company’s cot 
tribution to the new Group insurance 
and to the new Pension Plan much mort 
than offsets any commission per $1000 
reduction and makes the new contract 
outstanding in the life insurance in 
lustry. 

Provident Mutual is 19th in assets 
among the over 1200 life insurance com 
panies and passed the $2 billion level ot 
insurance in force in 1957 





“Central 


art museums from 
played a 


Directors of leading 
New York to California 
part in the selection of paintings for the 
1958 calendar of Provident Mutual Life, 
Philadelphia. Museum directors sub- 
mitted a number of paintings which they 
believe to be the best of their collec 
tions. The result was a representation 
of the finest American painters, includ- 


have 


Park In Winter” 


iug such noted artists as Rockwell Kent, 
Albert Bierstadt, Leonid, Winslow Ho 
mer, Thomas Hill and Leon Kroll 
“Central Park in the Winter,” by 
Leon Kroll, was nominated by the Cleve 
land Museum of Art. Lithographed in 
full natural color, the painting will illus 
trate the months of November <m De- 
cember. The painting was done by Mr. 


Kroll in 1923. 





Page 4 


December 27, 








Kansas City Life To 
Issue Participating 

HAS BEEN A NONPAR COMPANY 

Both Types uk: Insurance Will Be 


Offered After Jan. 1, Says 
President inal 








Kansas City Life, beginning January - 


—annual dividend 


will offer participating- 

—policies, addition to the nonpartici- 
pating insurance it has been selling 
throughout its 62-year history, it was 


Bixby at 


President W. E. 


general 


announced by 
the annual meeting of agents 


and managers at the home office re- 
cently. 

The five types of insurance on which 
annual dividends will be paid are Special 
Whol« eg Fe Life Paid Up at 85, 20- 
Pay | Endowment at 65, and 20-Year 
Ridooenbant: President Bixby stressed 
the fact that it will not be the com- 


pany s policy to give preference either to 
participating or non-participating insur- 
ance. 

The addition of annual dividend pol- 


icies will give the more than 2,000 Kan- 
sas City Life agents throughout the 
country a wider range of insurance plans 
to offer their clients. The company also 
will be taking advantage of the current 
rates of interest which are generally 
higher than for many years. 


A third important consideration is the 
agent. By offering him policies on an 
annual dividend basis with higher first- 
year premiums than is possible on non- 
participating insurance, he will be en- 





abled to write insurance with more total 
annual premiums, meaning more earn- 
ings for him. 

The meeting was attended by 68 gen- 
eral agents, managers and supervisors 
representing Kansas City Life’s opera- 
tion in 39 states and the District of 


Columbia. 


Mortality Rate Higher 


For the first time in several years the 


death rate among life insurance policy- 
holders will show a slight increase in 
1957, according to = Institute of Life 


Insurance. The cardiovascular-renal di- 
to tz ake the major toll of 
re sponsib le for the 


seases continue 
lite and are largely 


higher rate experienced during the year 

The epidemic of Asiatic influenza 
which became a cause for national con- 
cern about August of this year, has also 
been a contributing factor in the higher 
mortality. Although antibiotics have 
aided in thwarting the serious after- 
effects of influenza, the epidemic, in- 
volving a new type of virus, was wide- 


spread and responsible for more deaths 
from respiratory diseases than in a 
number of years. Also, a_ significant 
number of deaths from heart conditions, 
especially among older persons, can be 
attributed to the effect of the influenza 
Virus 

The number of cancer 
show small rise in 1957. 
strides have been made in the 
detection and treatment of thi 
it is still responsible for about one- 
of all deatl 
“The very 
living longer acx 


deaths will 

Although 
early 
disease, 
fifth 


that 
nts for the 


people are now 
high mor 





tality resulting from diseases of the 
heart, circulatory system and the malig 
nancies,” observed Dr. Louis I. Dublin, 
statistician and consultant on health and 
welfare for the Institute. “Deaths from 
the infectious diseases have been stead 
ily decreasing as medical science has 
found the controls for such former kil 
lers as tuberculosis, pneumonia and 
polio.” 


Acacia Supt. of Agencies 


C, Lee Williams has been named a 
superintendent of agencies by Acacia 
Mutual Life of Washington. For several 


cars past he 
of agencies for 
Capitol Life. 


has been superintendent 
the central division of 


V. P. and General Counsel 
Of Republic National Life 





BARRY OAKES 


Election of Barry Oakes as a director, 
vice president and general counsel of Re- 
public National Life of Dallas is an- 
nounced by Theo. P. Beasley, president. 

Native of Texas and graduate of Uni- 
versity of Texas, Mr. Oakes has a law 
degree from Drake University and prac- 
ticed law in Des Moines before joining 
the law department of Bankers Life of 
Iowa where he served 12 years as asso- 
ciate counsel. He returns to Texas and 
his new post February 1. He has been 
Jowa membership chairman of Insurance 
Section of American Bar Assn., member 
of legislative committee of Health In- 
surance Assn. and other affiliations. 


BENEFICIAL STANDARD SURVEY 

Beneficial Standard Life, Los Angeles, 
is conducting a nation-wide survey in 
order to determine the matter to be 
included in a revision of its wallet-size 
Fact Book, designed to enable the in- 
surance man to carry with him at all 
times the answers to questions asked of 
him when he is out socially. The pres- 
ent Fact Book contains such features as 
individual and joint income, estate and 
corporation tax tables, exemptions, in- 
surance deductions, social security bene- 
fits, rates of important life plans and a 
personal address and telephone direc- 
tory, 


1957 








and sickness and life business. 





SMALL PRIVATE OFFICE AVAILABLE 
Air Conditioned 
In midtown life agency for general insurance broker with modest volume of accident 
Excellent facilities for programming and sales help. 
Write Box 2580, The Eastern Underwriter, 93 Nassau St., 


New York 38, N. Y. 








President’s Committee Plans 


Moves in Accident Prevention 

Some 400 Federal, state and local gov- 
ernment officials responsible for traffic 
safety met last week in Washington. The 
gathering, sponsored by the President’s 
Committee for Traffic Safety, drafted a 
program designed to speed up the tempo 
of traffic accident prevention in the mat- 
ter of enforcement, education, motor 
vehicle administration, laws and_ ordi- 
nances, engineering, research, accident 
records, official coordination and public 
information. Chairman of the conference 
was Governor Abraham A. Ribicoff of 
Connecticut. 

The key recommendation adopted by 
the conference called for tightening of 
driver licensing requirements, The con- 
ference also recommended expanded re- 
search into causes of accidents and con- 
gestion; establishment of official traffic 
safety coordin: iting committees in every 
state, county and municipality; and step- 
ped up improvement of highways, utiliz- 
ing modern design standards, ‘including 
control of access. 

To develop public support for these 
recommendations, the President’s com- 
mittee will sponsor a series of four reg- 
sonal conferences early next year, it was 
announced by General Motors president 
Harlow H. Curtice, who heads the com- 
nuttee. 

In addition, Governor Ribicoff an- 
nounced, a committee of U. S. governors 
will go to Detroit to confer with the 
major automobile manufacturers on the 
role this group should assume in the 
national campaign to reduce automobile 
accidents. 


Provident Group Oifices 


(Continued from Page 3) 

home office group repre- 

Stull, Leo J. Riley 
Both offices will 

forms, 


be assisted by 
sentatives Frank G. 
and David A. Baker. 
handle Group insurance of all 
including Group Pension Plans. 

Provident Mutual entered the field of 
Group insurance in May, 1956, and prior 
to the establishment of similar offices 
in Detroit and Pittsburgh, all operations 
were carried on through the Philadelphia 


home office. The company has over 
$200,000,000 of Group life insurance in 
force. 
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INSURANCE COMPANY 


s0sTON, wastacuuse@re 


Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S 
Signature 25 Policy 
with First Year cash values 


issued at ages 15 to 70 


Call is for Full Siformation 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 















AC -DC 


(Added Coverage-Decreased Cost) 
Priced by size 


Higher Dividends 
Same tiberal commissions paid 


Call: OXford 7-2950 








LEE NASHEM AGENCY 


Ea 2nd 
New 


Street 





Mutual Benefit Life Insurance Co. 
of Newark, N. J. 





Mulholland Manager of 
Colonial Group Department 





R. G. MULHOLLAND 
Appointment of Richard G. Mulhol- 
land as manager of the home office 
Group department of Colonial Life of 


America was announced by Richard B 


Evans, president. 

In announcing the appointment, Mr. 
Evans said, “Colonial’s recent expansion 
makes advisable the setting up of a new 
Group department at this time in order 


to handle the accelerated number of 
inquiries for this type of insurance. Mr. 
Mulholland will be responsible for the 


development of all Group insurance sales 


for the company.” 
After being graduated from Upsala 
College in 1949, Mr. Mulholland joined 


Colonial’s underwriting department. He 
was promoted to manager of the under- 
in March, 1955. 


member of 


writing department 


While in 


Upsala’s varsity 


college he was a 
football team and cap- 
tain of its track team. He served in the 
First Marine Division and_ participated 
in the Peleliu and Okinawa campaigns. 
Mr. Mulholland received an individual 
citation from the Commanding General 
of the First Marine Division for bravery 
and meritorious service in the Okinawa 
campaign. After the armistice he was 
with the occupational forces in Tientsin, 
China. 

He is currently serving 
dent of the Kiwanis 
Orange, N. J. 


presi- 
Fast 


as vice 
Club of 
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Abe W. Eisen Now With 
Hancock’s Camps Agency 


ABE W. EISEN 

The M. L. Camps agency of the John 
Hancock has announced the appointment 
of Abe W. Eisen, CLU, as assistant gen- 
Mr. Eisen has been in the 
insurance business since 1918, havine 
spent 25 years with the Travelers, ten 
years with National Life of Vermont and 
two years with Continental American. 
He attended Pace Institute, business ad- 
ministration course and accounting and 
New York University and Fordham 
University. He received his CLU degree 
in 1942 and LIAMA in 1944. He has been 
a member of the board of directors of the 
New York CLU Chapter, Life Under- 
writers Association of the City of New 
York, and is a past president of the 
Life Supervisors Association of New 
York. 

Mr. Eisen is widely known in all 
phases of the life insurance industry 
and has had experience in training 
agents and working with brokers, in 
addition to his personal production. 

As a photographer, Mr. Ejisen’s work 
achieves the professional level and for 
many years he has been the official 
photographer of some of the New York 
industry organizations. 


eral agent. 


Edgar D. Carlough Dies 

Edgar D. Carlough, Albany general 
agent of Mutual Benefit Life, died re- 
cently at his home in Lake George of a 
heart attack. He was 55 years old. 

A veteran life insurance man, Mr. 
Carlough had been with Mutual Benefit 
since 1923. He had served as general 
agent in Albany since 1941 and was a 
past president of the company’s General 
Agents Association. He has been active 
in life insurance organizations, holding 
various offices in the Albany Life Under- 
writers Association and the Albany Gen- 
eral Agents and Managers Association. 

He is survived by his widow, Mrs. 
Roberta Carlough, and two daughters. 


D-. J. P. Donelan Heads MIB 

Dr. James P. Donelan, vice president 
and medical director of Guarantee Mu- 
tual Life, has been elected chairman 
of the executive committee of the Medi- 
cal Information Bureau for 1958, to suc- 
ceed Douglas S. Craig, vice president of 
Metropolitan Life. 

Andrew C. Webster, vice president for 
selection of Mutual Of New York, has 
been elected vice chairman of the execu- 
tive committee. New members elected to 
the executive committee are: Dr. G. R. 
Collyer, medical director, London Life; 
John M. Huebner, senior vice president, 
Penn Mutual Life; Dr. J. Grant Irving, 
medical director, Aetna Life. 
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Indiana Ass’n Speakers 
Donald 
tute of Life Insurance and Carlyle Dun- 
away, legal counsel, NALU, will be two 
of the featured speakers on the program 


3arnes, vice president, Insti- 


of the annual meeting of the Indiana 
Life Underwriters Association in Indian- 
apolis on May 23-24. 

The meeting will be devoted to dis- 
cussions and open forums on current 
trends and problems in the 
Among discussion leaders announced to 


business. 


date are State Senator J. Russell Town- 


send, head of the legislative committee 
investigating A. & S. in the state, and 
Oren Pritchard, vice president, NALU. 

A series of separate-room, concurrent 
open forum discussions of specific prob- 
lems will be presided over by members 
of the Lamp Post Club, past presidents 
of the state association. On the basis of 
the discussions of each subject, Lamp 
Post Club members will make recom- 
mendations for association action to the 
general business session the second day. 


Sales Promotion Assistant 

Ron Palmer has been named sales pro- 
motion assistant in the public relations 
and advertising department of Occiden 
tal Life of He 
Occidental following a military leave of 


California returns to 


19 months. Prior to his service with the 
U.S. Navy, he served as publicity assist 
ant for the company. He holds degrees 
from Glendale College and the Univer- 


sity of Redlands, both in California. 








Clinch /OUIR Personal Fortune 
with this Money-Making Magnet! 


PEEEEEEEES 


_ STRONG PERSONAL PRODUCERS 


who are especially interested in: 


—z Top Commissions on 10 Leading Policy Contracts. 


Pp 


ys 


—= Vested Renewals plus Higher Life-Time Service Fees 


-2 Non-Contributory Pension Plan for Personal Security. 
They Make Money—and You Make Money! 


APEREREEEE 


NEW AGENTS with CAREER AMBITIONS 


who are especially interested in: 
—z— A Fast, Easy-To-Learn Training System. 
—z— Simple, Successful, Easy-to-Use Sales Packages. 







NS 


—z— Substantial Early Commissions with Growth Opportunity. 


They Make Money—and You Make Money! 


PEREREREEE 


GENERAL INSURANCE AGENTS AND BROKERS 


who are especially interested in: 
-z— Ready-Made Sales Packages with Easy-to-Use Visuals. 


—z— Every-Age-Demonstrator-Books for Quick, Easy Sales. 


—=- Streamlined Rate Books for Maximum Production in Minimum Tim 


They Make Money—and You Make Money! 


Friendly and Effective Home Office NX 


Field Help for YOU in Recruiting, 
Training and Building YOUR AGENCY! 


Agency-Building Opportunities in: 
ornia,-Delaware, Florida, Georgia, 
Kentucky, Maryland, 
ina, Ohio, Pennsylvania, 
C., and West Virginia 


Alabama, Arizona, Calif 


Illinois, Indiana, lowa, Kansas, 
Michigan, New Jersey, North Carol 
Texas, Virginia, Washington D. 





COLUMBUS MUTUAL 


The Golden Rule Life Insurance Company 


\ 


Wl 
«| 


~W 


Ly 


2 





Home Office: 303 E. Broad St., Columbus 16, Ohio 
Fred C. Adams, Sup’t. of Agents 


Frederick E. Jones, President; 





Columbus Mutual’s Contract, 


Sales Packages and 
Training Programs 
ATTRACT and HOLD 
every kind of Agent 


PLUS 


FOR YOU -- 


q Liberal Agency 


Overwriting 
and Liberal 
Expense Allowance. 






\\ s 


YOUR 
PERSONAL 
”, FORTUNE 










Page 6 









THE EASTERN = 
UNDERWRITER 














December 27, 1957 








Harry Yarin Honored 
At Eastern Life Party 


30TH MILESTONE RECOGNIZED 


Insurance Department Officials 
in Tributes at Dinner 


Attended by Over 200 


N. Y. 
Join 


Yarin, vice president and secre 
the Eastern Life of New Yor k, 
forget the evening of Decem- 
over 200 people including 
agents, officers, directors 
and guests paid well deserved tribute to 
him at a dinner on the occasion of his 
30th anniversary and the company’s 30th 
milestone, Held at Hotel Statler, New 
York, it was a gala party, highspot of 
which came when Henry Levine and 
Walter = ye, top ranking general agents 
of the Eastern, presented Mr. Yarin 
with nearly $1,500,000 in applications and 


Harry 
tary of 
will never 
ber 18 when 
agents, general 


various other producers swelled the total 
to nearly $2,000,000 of business 
ars R. Racoosin, auditor and 


rector of Eastern Life, who was mas- 
ter of ceremonies, set the pace for the 
dinner talks when he pointed to the zeal 
and devotion displayed by Mr. Yarin 
over three decades in furthering the 
company’s progress. This theme was 
elaborated upon by Louis Lipsky, presi- 
dent of the Eastern, who noted that 
Mr. Yarin has given to the company the 
full reflection of his qualities and tal- 
ents. Mr. Lipsky traced his career from 
early years with the Joseph Bookstaver 
agency of The Tr: ce in New York 
to the present, and said: “He manifested 
a consuming desire to learn all about 
the operation of each department of the 


ompany and in so doing became a keen 
se of management, investment, 
agency and underwriting problems.” 


Julius Wikler Joins in Tributes 


Particularly pleasing to Harry Yarit 
and his Eastern Life associates was the 
presence of New York Insurance De- 
partment officials — Julius S. Wikler, 
First Deputy Superintendent ; Julius 
Sackman, chief of the Life Bureau; 
Raymond A Wicks and Robert J 
Malang, Deputy a. \s 
their spokesman, Mr. Wik went all 
out in his praise, saying ree “Mr Yarin 
exctmplifies thx rs which are 
obtainable for those who are willing to 
pay the price for success. He pictured 
him “as an emigrant boy” who had mad« 
good. 

The early struggles of the Easter: 


Life, 


known as Judea 


Mr. Wikler and later 


Life, originally 





were recounted by 

by Mr. Yarin. Founded by a group of 
idealists, the company started off with 
capital of $100,000 and surplus of like 
amount, One of its chief organizers was 


the late Jacob Ish-Kishor, secretary for 
many years, who gained the support of 
Col. Francis R. Stoddard in obtaining 
a New York State charter. First policy 
issued was for $100,000 on the life of 


president today of the 
Bank & Trust Co. of 


tman, 


icob Leicht 
1 State 


Commercia 
New York 

By December 31, 
had force about 


1927, the company 
$6 million of insur- 
ance. The following year the paid-for 
new business amounted to about $7 
million. T} in 1929, year of the 
market crash, an additional $6% 
was paid for. With limited funds the 
Eastern was obliged to minimum 
reserve methods h were permissible, 
in particular, a method known as modi- 
fied preliminary term. On the first page 


stocl 


million 


use 






of its policies the following appeared 
in bold type, “the first year’s insurance 
under this policy is term insurance pur 
chased by the whole or a part of the 
first year’s premium.” This guage, 
Mr. Yarin explained, appeared on all 
forms of life, limited payment and en 
dowment policies written by the com 
pany with the exception of term policic 

Some prospective policyholders ques 
tioned the wording but were assured 
of Eastern’s stability. 

_ Indicative of the management’s car 

fulness in the early years, the company’s 
underwriting policy was strict. Its first 
year commissions were 5% to 10% lower 
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than those of other companies, its gen- 
eral agents’ contract was not as favor- 
able as other companies, and for many 


years its actual mortality experience was 
considered the lowest in the industry. 
Members of the board of directors were 
unknown in the world of finance, bank- 


ing and industry, but they were men of 
character. In tribute to them Mr. Yarin 
said: “They gave of their money, their 
time and energy to build a_ successful 
Irganization.” 
Growth in Assets and In Force Cited 
From a modest $320,000 in assets in 
1927 the company has advanced to $14% 


million in 1957. Insurance in force, which 
was less than $6 million at the close of 
1927, today tops $100 million which goal 
was one of 1957’s objectives. Pointing to 
growth, Mr. Wikler said: “These 
figures are more than cold _ statistics. 
They reflect the confidence of the pub- 


this 


lic in life insurance protection, The 
progress of Eastern Life is all the more 
remarkable when you realize that the 


its way through a serious 
depression. It was a test of its vitality 
and ability to cope with the severe 
economic dislocation of that period.” 


company made 


In turn, Harry Yarin recalled the dark 
days of the » 1930 depression when banks, 
insurance he title companies, large and 
small, had to close their doors. The 
Eastern was not exempt from such 
pressure. At one point (1934) its surplus 
ad dwindled to $12,000. “A few more 
claims, even small ones, and I would 
have joined the army of unemployed,” 
said Mr. Yarin. Several State Insurance 
Departments which had licensed the 


company became panicky. They wanted 
to know Eastern’s plans for raising new 


‘apital and entimated “no new money, 
no renewal of license.” However, New 
York Insurance Department, friendly 





and cooperative, had confidence in East- 
ern’s ability to weather the storm. 

Mr. Yarin spent a good deal of his 
time in those difficult days visiting state 
capitals, calling on the Insurance De- 
partments of New Jersey, Ohio, Mary- 
land and others. Each trip, he said, was 
rewarded with a license renewal. Then, 
in 1935, unable to raise new money, the 
company obtained permission from the 
New York Department to reduce its 
capital by $67,500 and transfer this 
amount to surplus. “From that time on 
our financial problems were solved. We 
turned the tide, profits and business im- 


proved. The stamina and loyalty of our 
agents were commendable,” said Mr. 
Yarin. 


One of his most prized letters is the 
one written in mid-1936 by the late 
Nelson B. Hadley, then chief of the 
Department’s Life Bureau, who advised 
that “your company although small is 
in good financial condition . well able 
to carry out its contracts...” 


Remarks by A. H. McAulay 


A. H. McAulay, 
American Reassurance Co., 


president of North 
followed Mr. 


Wikler on the program. Eastern Life 
has had a close association with the 
North American for its entire 30 years 


In the light of this long association Mr. 
Me. Aulay spoke appreciatively of Harry 
Yarin’s leadership and grasp of the busi- 
ness. “We may not always agree with 
him but if he wins in an argument there 
is no bitter taste in the mouth,” he said. 
In further tribute Mr. McAulay said 
that Mr. Yarin had never tried to take 
an unfair advantage. “He will fight hard 
for what he considers to be just and in 
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competition. Even 
times disagree with 
convinced of the 
and there are no ; 


McAulay declared. 


a spirit of clean 
though we may at 
him we are always 
justice of his case 
hard feelings,” Mr. 


Mrs. 


Another highspot of the evening came 
when Murray April, Eastern’s director 
of agencies, recognized the important 
part played by Mrs. Harry Yarin in 
her husband’s success. He called upon 
Mrs. Louis Lipsky to present Mrs. Yarin 
with an orchid and everyone agreed with 


Yarin Recognized 





him that it was well deserved. It was 
Mr. April who gave his boss the first 
intimation of General Agent Levine’s 
surprise bundle of applications. All the 
week Mr. Yarin had wondered about 
the lack of business from the Levine 
Agency. So it was indeed cheering to 


him when the announcement of $1,269,000 
in apps. was made. 

Murray April, devoted to the field 
force of the company, won praise from 
Abraham Krumbein, first vice president, 
who pointed to his able conduct of East- 
ern’s current 30 for 30 production cam- 
paign. The goal is to close 1957 with 
$30 million paid-for new business. Mr. 
Krumbein, humorous at times in his 
talk, expressed his confidence in the 
ability of Eastern’s agents to reach this 
goal. 

General Agent Kaye, who has repre- 
sented the company for 21 years, spokes- 
man for the field force, left no doubt 
in anyone’s mind as to the high esteem 
with which Mr. Yarin is held by the 
agents. “He and Eastern Life are syn- 
onymous. His door is open to us always 
and he is always willing to help solve 
our problems,” he said. 





Emphasis Now on Production vs. Profits 


Harry Yarin’s talk, an appreciative one, 
climaxed an eventful evening. In_par- 
ticular he spoke of innovations made by 
the Eastern in recent years with the 
board of directors’ approval. “The older 
members of the board have changed 
their thinking, with emphasis on_ pro- 
duction versus profits,’ he remarked. 
“The newly elected members who have 
showed confidence in the company’s 
future by investing considerably in its 
stock, have brought about a new look. 
The Eastern’s commission scale and gen- 
eral agents’ contracts have been revised 
to a maximum. Our premium rates and 
policy forms are competitive. Group life 
insurance is now offered to our produc- 


(Continued on Page 26) 
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Assistant to President 


Of State Mutual Life 





EVERETT R. WALKER 


Everett R. Walker has been appointed 
to the position of assistant to the pres- 
ident and head of the office of planning 
and research of State Mutual Life of 
America, Worcester, effective January 1, 
when David B. Hamilton retires from 
Mr. Walker is currently 
director of planning in the office of plan- 


the position. 


ning and research. 

Mr. Walker joined the newly-formed 
Group operation, and later 
the office of planning and research. The 


organized 


planning of the new home office was 
under his direction as well as the liaison 
work with the architects and contractor. 

A 1925 graduate of Brown University, 
Mr. Walker joined the company in 1928 
after three years of accounting work in 
Florida. Starting as a traveling auditor, 
he was brought to the home office agency 
department in 1934. 
purchasing agent and was raised to offi- 
cer status in 1946. Seven years later, he 


Later he became 


was named assistant secretary and as- 
signed to the office of planning and re- 
search. In 1956 he was appointed director 
of planning. 


Charles J. Buesing Heads 
Life Managers of New York 


Charles J. Buesing, Mutual Of New 
York, was elected president of the Life 
Managers Association of Greater New 
York, at the recent annual election 
luncheon. Benjamin D. Salinger, CLU, 
Mutual Benefit, was elected vice pres- 
ident and Irving S. Bober, CLU, New 
England Life, was named secretary- 
treasurer. Wheeler H. King, CLU, was 
chairman of the nominating committee. 

Elected to the board of directors for 
1958 were H. G. Henderson, Mr. King, 
Harold A, Loewenheim, CLU, James F. 
MacGrath, Jr., Clarence Oshin, CLU, 
George P. Shoemaker, CLU, Arnold 
Siegel and Arthur L, Sullivan, retiring 
president. 

Also elected to the board of directors 
by virtue of their position as the chair- 
man of a standing committee were Ber- 
nard S. Bergen, planning committee; 
Donald C. Martin, CLU, membership 
committee; Charles N. Barton, CLU, 
law and legislation committee; and Jay 
Robert Lauer, business practice com- 
mittee. 

Guest speaker at the meeting was 
Ralph G. Engelsman, well-known con- 
sultant, author, lecturer and educator. 
Mr. Engelsman discussed “What's Next 
For the Next New Year.” 


Home Ins. Co. of N. Y. 
Purchases Peoples Life 


FRANKFORT, INDIANA COMPANY 
Announcement by Home’s President 
Kenneth E. Black; Assets of Indiana 
Company Over $35 Million 





The Home Insurance Company of New 
York has purchased control of the Peo- 
ples Life of Frankfort, Indiana, accord- 
ing tc an announcement by Kenneth E. 
Black, president of the Home. 

Organized in 1906, the Peoples Life 
handles all standard forms of Ordinary 
life, individual annuities and Group life 
on the non-participating plan. The Peo- 
ples Life, which absorbed the Century 
Life of Indianapolis in 1924, has assets 
in excess of $35,000,000. 

Mr. Black said that plans for the 
future development of the company will 
be announced at a later date. 


HEAR HOWARD A. AUSTIN, JR. 

Howard A. Austin, Jr., second vice 
president, The Prudential, addressed a 
recent meeting of the Albany Associa- 
tion of Life Underwriters. 
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Membership Quota of 
78,000 Set By NALU 


NEED INCREASE OF ABOUT 5,000 





Goal for 1958 Announced By National 
Membership Chairman William 
North 





A goal of 78,000 members in 1958 has 
been set by the National Association of 
Life Underwriters, it is announced 
through NALU headquarters in Wash- 
ington, D. C. 

Announcement came from William E. 
North, CLU, New York Life, of Evans- 
ton, Ill, as national membership chair- 
Simultaneously Mr. North an- 
nounced additional campaign chairmen 


man, 


and vice chairmen and disclosed details 
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of the campaign to be climaxed by a 
novel “chuckwagon breakfast” at the an- 
nual convention at Dallas in September. 

Hitting the 78,000 target would mean 
an increase of about 5,000 members. The 
figure now stands above 73,000. To reach 
the goal Mr. North established a quota 
for each state and local association. Of 
this and of the “chuckwagon breakfast” 
he said: 

“Nationally there is an average of one 
member for each 2,130 of population. 
We are using this as a base for our 1958 
formula. State associations with more 
than one member for each 2,130 are given 
an increase of 5%. Those with less than 
one member for each 2,130 are given an 
increase of 10%. In this manner we are 
introducing the idea of recognizing, 
through the use of lower quotas, those 
who have been most effective in build- 
ing and maintaining membership. 

“Let’s be 
paid members by March 1; have our ’58 


even with a year ago on 


quota by June 30, and the balance of 
the membership year to September 30 
TOP ERCESSC a5 | 

“In keeping with the ‘roundup spirit’ 
of the convention in Texas next Septem- 
ber, to stimulate competition among 
states and add zest to our membership 
activities we have scheduled a ‘chuck- 
wagon breakfast’ in Dallas for all na- 
tional and state membership committee- 
men attending the 69th annual con- 
vention. 

“The menu: ham ’n’ eggs for everyone 
who ‘corrals’ his quota; beans for every- 
one who fails to ‘round up’ his quota.” 

The new membership appointments 
made by NALU President Albert C. 
Adams and announced by Mr. North 
are: 

Subcommittee on Company Coopera- 
tion: Chairman, Stanley C. Collins, CLU, 
(Metropolitan Life), of New York City; 
members, Verne C. Gilbert (Equitable 
of Iowa), Portland, Ore., and Carl E. 
Lindstrom, CLU, (Travelers) of Evan- 
ston, II. 

Subcommittee on Awards: Chairman, 
Philip A. Hoche, CLU, (Kansas City 
Life) of Orlando, Fla.; member, Roy 
D. Simon (Penn Mutual) of Chicago. 

Regional vice chairman: Mrs. Fannie 
L. Hoopes (Aetna Life) of Anchorage, 
Alaska; Mrs. Lucy R. Young (New York 
Life) of Sheridan, Wyo.; Mrs. Arleene 
Owen (American United) of Kennett, 
Mo., and Blytheville, Ark.; Miss Raquel 
A. Perdomo (Bankers National Life), 
San Juan, Puerto Rico; Mrs. Sophie 
Baranski (Prudential) of Cranford, N 
J.; Mrs. Lillian Joseph (Home Life) of 
New York City; Thomas Egan (John 
Hancock) of Rutland, Vt.; Charles A 
Dobbins (Metropolitan) of Pawtucket, 
R. L.; Stanton Slack (John Hancock) of 
Concord, N. H.; C. F. Thistleton (John 
Hancock) of Fitchburg, Mass.; and Wal- 
ter W. Parmarlee, CLU, (John Han- 
cock) of Portland, Me. 


Advance Elliott, Williams 

D. C. Elliott and R. E. Williams have 
been advanced to superintendents of 
agencies, Great-West Life. 
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Metropolitan Life Careers 


Cecil J. North Elected Executive Vice President; Edwin C. 
McDonald Becomes a Company Director; Francis M. 
Smith Advanced to Administrative Vice President 


in The Eastern Under- 
writer last week Cecil J. North has been 
elected executive vice president of 
Metropolitan Life; Edwin C. McDonald 
becomes a director of the company; and 
Francis M. Smith has been advanced to 
.dministrative vice president. 
Mr. North’s Career 
Since 1941 Mr. North has been in 
charge of the company’s field organiza- 


As printed 


tion whic! msists of 30,000 persons in 
the United States and Canada. As is 
true of virtually all of the top-ranking 
field officers of the Metropolitan, he 
started as an agent—in his case the com- 
pany’s Brookline district in Boston 

He was born in Kansas City, Mo., on 
November 15, 1894, the son of Cecil B. 





Karsh 


EDWIN C. McDONALD 


and Elizabeth Keating North. During 





his childhood his parents moved to New 
York City, and he received his educa 
tion in the New York schools and at 


Harvard University, from which he re- 
ceived B. A. d gree - 1917. 

In that doers when the United States 
entered Wor rl Fad ar I. Mr. North attend- 
ed the S tsburg training camp 
n a commission in the regular 

> served in France as a Captain 
h Field Artillery, Fourth Di- 

was in all of the division’s 
gements, including the Cha- 












teau TI offensive. Upon his dis- 

harge from active service, he returned 

to Harvard to complete his studies in 

the Graduate School of Business Admin- 
istratic 

Became an Agent in 1920 

Mr. Nort! ame a Metro politan 

agent on October 25, 1920. His a in 

the organization was = In less than 

two years he was pr ed to assistant 

{ fi i Coanbit idge, Mass., and 

, Conn, In 1923 he was 

of the Battle Creek 

ater, for five years, he 


| 
le 
successively 


(Montreal) 


4 
iS Manager 
and Verdun 


was advanced to superin- 
sncies and was placed in 
> company’s Central terri- 








tory. In 1935 he was transferred in like 
apacity to the New England territory. 

Mr. North, appointed third os e-pres 
ident in 1937, was given executive super 
vision over training of the eaaumaey 


eld representatives. Although his re- 
ponsibilities were broadened during the 
ars that followed, he continued to 


keep in close touch with the field train- 


ing activities. The company’s methods 
for selection and training of field per- 
sonnel hz ive been adapted by a number 
of other large organizations. 

Mr. North was advanced to second 
vice-president in 1941, at that time be- 
coming head of Metropolitan’s field or- 
ganization, and to vice president in 1944, 
In his general supervision of the organ- 
ization, which comprises the company’s 
managers, assistant managers, agents, 
and clerical personnel in the United 
States and Canada, he has associated 
with him Second Vice Presidents R. R. 
Lawrence, Karl Kreder, A. Rogers May- 
nard and Glen J. Spahn. 

Former President of LIAMA 


Mr. North is 


a former president and 





FRANCIS M. SMITH 


director of the Life Insurance Agency 
Management Association, and a trustee 
of the American College of Life Under- 
writers, and is extremely active on im- 
portant committees functioning in the 
life insurance field. He is active in civic 
affairs and served two terms as mayor 
of his local community. 

Mr. North is a member of the Har- 
vard, Rockaway Hunting, Cedarhurst 


Yacht, and Lawrence Beach Clubs, and 
of the American Legion. His home is 
at 240 Woodside Drive, Hewlett, L. I. 


Career of Mr. McDonald 


Mr. McDonald has been with the com- 
pany since 1925, and an officer since 1930. 
He has been in charge of Group insur- 
ance operations since June 15, 1953. 

Throughout his service with Metro- 
politan, Mr. McDonald has been #par- 
ticul: arly concerned with the Group busi- 
ness, specializing in group annuities. He 
has helped construct and install many 
retirement plans and has gained wide 
recognition as an outstanding authority 
on the use of Group annuities to finance 
pens ions in American and Canadian in- 
dustry. Even during a period of almost 
seven years as vice president in charge 
of the company *s Canadian head office in 
Ottawa he acted as a consultant in estab- 


lishment of Group annuities and was 
called upon frequently to speak and write 
on the subject. 


Was Captain in the Marines 


Mr. McDonald was born in Columbus, 


Ohio, He was educated at Culver Mili- 
tary Academy and Ohio State Univer- 
sity. During World War I he was in 
the U. S. Marine Corps, attaining the 
rank of captain. After his discharge 


from war service, he became an actuarial 








Pach Brus. 
NORTH 
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clerk in the firm of Otis Hann, Inc., of 
Chicago, Il., later becoming actuary and 
treasurer of the company. He left this 
position to become an agent for the Na- 
tional Life Insurance Co., during which 
time he became particularly interested 
in writing Group life insurance. This 
interest prompted him to accept an invi- 
tation to join the old Inter-Southern 
Life of Louisville, Ky., to organize and 
manage a Group department. Subse- 
quently, he became vice president. 

He left to join the Metropolitan on a 


purely ¢ commission basis to sell Group 
insurance and pension plans, and in 1930 
was called to the home office in New 


pet appointed assistant secretary, and 
placed in charge of all Group annuities 


sales. He was advanced to third vice 
president in 1940. 

Became Chief Officer in Canada 

At the beginning of 1941 Mr. Mc- 


Donald was appointed vice president in 
charge of the Canadian head office. 
Serving with signal success as the Metro- 
politan’s “ambassador of good will” in 
Canada, he gained the recognition and 
good will of officials in the Dominion 
and in the Provinces for his civic activi- 
ties and his work as a member of Cana- 


da’s 40-Man National Finance Com- 
mittee. 
During his Canada experience he was 


elected president of Canadian Life In- 
surance Officers Association, a group 
embracing fifty Canadian, British, and 
U. S. companies actively doing business 
in the Commonwealth. He was the first 
person from the United States to hold 
that office. He also became a director 
of Royal Bank of Canada and of Can- 
adian Chamber of Commerce. 

Recalled to the New York office in 
1947, he assumed important duties in 
connection with the company’s Group 
insurance sales activities throughout the 
United States and Canada with rank of 
second vice president. for the develop- 
ment of employe pension plans for many 
of the larger businesses. 

Mr. McDonald belongs to Union 
League Club, Blind Brook Club and 
American Yacht Club. He is a trustee of 
Culver Military Academy; director of 
Roval Bank of Canada, National Airlines 


and General Bakers; is on advisory 
board of Bankers Trust Co. of New 
York; and a director of Culver Educa- 


Mc- 


tional Foundation. Mr. and Mrs. 
Donald live in Bronxville, N, Y. 


Career of Mr. Smith 


Mr. Smith is in charge of the com- 
pany’s Ordinary and Industrial insurance 
departments. In addition, since January 
1, 1955, he has been assigned executive 
responsibility for the installation of elec- 
tronic data processing equipment by the 
company. With Metropolitan since 1912 
he has been an officer of the company 
since 1924. 

Mr. Smith was born in New York 
City, son of Charles and Mary McAdam 


Hancock Files Bill On 
Pension-Plan Funding 


A bill to authorize the issuance of 


specially-funded pension plans, which in 
addition to providing a fixed guarantee 
benefit, would permit the employer to 
benefit from greater flexibility in invest- 
ment policy, has been filed with the 
Massachusetts legislature by the John 
Hancock. Regulatory laws involving dis- 
criminatory taxation on the one hand 
and inflexibility of investment provisions 
on the other, have hampered the efforts 
of the life companies to adapt the pro- 
——— of Group pensions to meet 

hanging economic conditions, the com- 
aay notes. 

The er would permit a life com- 
pany to heid special asset accounts for 
pension-pian funding, thus permitting 
greater flexibility of funding and invest- 
ment where desired. This would allow 
employes and employers to benefit from 
the long-range growth of American in- 
dustry. 

In actual operation, the special pen- 
sion fund could be composed partly of 


bonds and mortgages which represent 
the conventional assets of a pension 
fund, and partly of equities. The exact 


proportion of equity investment would 
be spelled out in the contract of each 
individual pension plan. 

Each policy would maintain its appro- 
priate share of the market value of the 
total fund, and its investment income 
and asset gains would be apportioned to 
it accordingly. 

Proponents of the plan note that such 
specially-funded programs would not 
only strengthen the safeguards now atf- 
forded individual policyowners, but 
would enable the life insurance com- 
panies to hetter meet their obligations 
under retirement contracts. 

At the same time, they would benefit 
employes and employers alike by pro- 
viding them with a carefully protected 
and expertly managed investment port- 
folio. 

OCCIDENTAL’S RECORD SALES 

Ordinary sales in October by Occi- 
dental Life of California were the high- 
est in the company’s history. Sales 
totaled $88,679,133 during the month to 
exceed the previous high set in March 
of this year by over $1 million. 





Smith. He started with the company on 
October 30, 1912, as an office boy, was 
promoted soon to clerical duties, and 
then began to advance steadily through 
promotions to positions of increasing 
responsibility. He early recognized the 
future in the company’s actuarial work 
and began intensive studies in actuarial 
science, for the most part at night after 
a day’s work. 

In 1921 when 25, he qualified by exam- 
ination as a Fellow of the Actuarial So- 
ciety of America. Later he became an 
associate member of American Institute 
of Actuaries. These  crganiaztions 
merged into present Society of 
Actuaries 

Mr. Smith was made an officer of the 
company with the title of assistant actu- 
ary in January, 1924. 

A few days after his 31st birthday he 
was appointed third vice president and 
was placed in charge of the Industrial 
insurance department. He was advanced 
to second vice president in 1939, and to 
vice president in 1944, 


the 


His Interest in Employes 


He has maintained a keen interest in 
activities of employe organizations of 
Metropolitan’s home office, especially 
the Home Office Veterans, serving as 
president of this organization during 
1946 and 1947, 

Mrs, Smith was Margaret McLean, 
and they reside at Gedney Farms, White 
Plains. They have two sons, Frank and 
Jack. Mr. Smith finds his recreation in 
week-end golf and enjoys hunting and 
fishing. He is a member of West- 
chester Hills Golf Club, Manhattan Club, 
and New York Athletic Club. 
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Given Enlarged Duties 


HOWARD A. MOREEN 


Howard A. Moreen, vice president, 
Group division of Aetna Life has been 
appointed assistant corporate secretary 
of the Aetna Life, Aetna Casualty ‘and 
Surety and Standard Fire. 

As assistant corporate secretary, Mr. 
Moreen will assist James B. Slimmon, 
senior vice president and secretary of 
Aetna Life Affiliated Companies, who 
has acted as corporate secretary for the 
past 30 years. Mr. Slimmon is planning 
to retire in the autumn of 1958 and, 
upon his retirement, it is intended that 
Mr. Moreen will become the corporate 
secretary of these companies, and will 
assume various other of Mr. Slimmon’s 
responsibilities. 

In the meantime, Mr. Moreen will 
retain his present title in the Aetna Life 
of vice president, Group division, but 
will devote a diminishing portion of his 
time to his Group division duties as he 
works into his new responsibilities. 

Mr. Moreen joined Aetna Life in 
1936 aie his graduation from Kan- 
sas State College and subsequently 
served as manager of a number of G rroup 
field offices before being called to the 
home office in 1946 as superintendent of 
the Group division. 


Dr. Pringos Medical Head 


Dr. Andrew A. Pringos has been ap- 
pointed medical director of National Old 
Line Insurance Co. of Little Rock, Ark. 
Dr. Pringos was born in’ Richmond, 
graduated from University of Virginia, 
with post graduate work at Tulane Med- 
ical School. He served four years in the 
U. S. Navy, and has been engaged in 
private practice in Little Rock since 
1948. An Associate of American Col- 
lege of Physicians, he is assistant clini- 
cal professor of Medicine at University 
of Arkansas Medical School. 





° 

Guarantee Mutual Gains 

Guarantee Mutual Life has announced 
a gain of 40% in life sales and a 28% 
gain in accident and sickness sales are 
the first ten months of last year. Said 
J. D. Anderson, agency vice president, 
“Record gains have been made over 
the past three years without any in- 
crease in the size of the company’s field 
force.” Last year was previously the 
greatest year in the history of the 
56-year old company. 

The Earl J. Knutson Agency, Port- 
land, Ore., was named by Mr. Ander- 
son as the leading agency with sales 
totaling three and three quarters mil- 
lions. 

Superintendent of the accident and 
sickness department, Merrial  Mial, 
named the Elmer D. Stemsrud Agency, 
Minneapolis, as the leading agency in 
accident and sickness production. 














Foosaner’s Book on 
“Tax Uses of Life Ins.” 


EXPLORES 1954 REVENUE CODE 
Newark Attorney Devotes 50 Pages of 
Book to Tax Savings Techniques; 
Other Features 


Samuel J. Foosaner, well known New- 
ark attorney whose new book, “Tax Uses 
of Life Insurance” is attracting favorable 
attention, has been on a South American 
trip with Mrs. Foosaner. He lectured at 
Lima, Peru and Buenos Aires, Argentina, 
and returned home the latter part of 
last month. 

Mr. Foosaner’s latest book fully ex- 
plores the provisions of the 1954 Internal 
Revenue Code from the standpoint of the 
life insurance man who is interested in 
faithfully assisting his clients to get the 
maximum advantage from the tax 
changes made in this code. 

In his foreword to “Tax Uses of Life 
Insurance” the author points out; “With 
each passing day the real significance 
of the statement that the 1954 code con- 
stituted the most exhaustive and compre- 
hensive revision in the tax laws in all of 
American history is becoming more read- 
ily understood.” He goes on to say that 
of the many billions of dollars of new 
insurance that has been written since 
enactment of the code, “there is little 
question that by far the greater amount 
of this coverage has been issued in 
response to needs of clients. 

“Fortunately for all, the clients, the life 
underwriters and the companies, insur- 
ance now fills serious gaps which existed 
in many situations. This does not mean, 
however, that the successful life under- 
writer can rest on his laurels. There is a 
job to be continuously performed by him. 
He must be ever alert to serving his 
client in a way that will assure that 
client of the full benefits which the Fed- 
eral tax law has to offer.” 


What the New Book Offers 


Specifically Mr. Foosaner’s book con- 
tains 50 pages devoted to tax saving 
techniques, 28 in all, ranging from “In- 
come Tax-free Proceeds” and “Trans- 
fers for Value without Income Tax 
Impact” to “Split-dollar Insurance” about 
which the author says: “The subject of 
split-dollar insurance creates a complete- 
ly new vista for uses of life insurance in 
tax planning...” 

In addition the book contains a full 
list of items of importance in estate 
planning; answers about 70 questions of 
value to taxpayers, life underwriters, 
lawyers, accountants and trust officers; 
devotes over 30 pages to important tax 
discussions “responsive to every day 
basic life insurance, legal and trust prob- 
lems.” 

In opening his chapter on “Important 
Tax Discussions” Mr. Foosaner says: 
“From an over-all viewpoint no taxpayer 
is confronted with a greater number of 
Federal income and estate problems in his 
lifetime and estate tax planning than the 
stockholder in the small close corpora- 
tion. The author, having been called 
upon to discuss aspects of such stock- 
holder’s problems on numerous occasions, 
culminated his current activity in this 
sphere in the preparation of an article 
under the title: ‘Tax Planning Problems 
of Principal Stockholders of Close Cor- 
porations—Some Prospective Answers.’ 
This article is reprinted in its en- 
tirety "1 
Great Impetus to Life Ins. Assignment 


In the author’s opinion the new income 
tax provisions of the 1954 code have 
given life insurance assignments a great 
impetus. He notes: “The whole idea of 
being enabled to remove proceeds from 
one’s gross taxable estate through the 
renunciation of all legal incidents of 
ownership, in and of itself, has stimu- 
lated literally tens of thousands of in- 
surance policy assignments. In_ the 
greater number of instances, since the 
enactment of the 1954 code, advisors 
have been careful to ascertain that the 
transferee was one who was not affected 
by the transfer for value rule. There 
have been a great number of others, 
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December Features of 
Estate Planners Quarterly 


How to get money out of a corpora- 
tion with minimum Federal income tax 
liability, is the title of a report by Syd- 
ney C. Winton, prominent attorney, in 
the December issue of Estate Planners 
Quarterly. If the corporation earns more 
than can reason: ibly be withdrawn as 
salary or has stockholders not active in 
the corporate business, other methods of 
withdrawing corporate funds become 
necessary. Those discussed by the author 
are dividends; complete liquidation of 
the corporation (with the business then 
continued as a sole proprietorship or 
partnership) ; redemption of part of its 
stock; and partial liquidation of the cor- 
poration. Mr. Winton comments on each 
and makes specific recommendations 


Also included in the December Quar- 


terly is a split dollar report by Don 
Reap, CLU, recommending its use for a 
client who has a key employe and a 
son-in-law, both of whom require such 
protection; “Tax Implications of _ the 
Charitable Foundation” by I. Meyer Pin- 
cus, attorney, showing how the founda- 
tion can be used in estate planning 
tied in with life insurance; a report on 
short term survivorship and the marital 
deduction, a subject of increasing inter- 
est to clients; three short approaches 
and presentations by million dollar pro- 
ducers, Edward S. Churchill, Sidney 
Weil, and Gordon S. Maxson; and final- 
ly a report by George Byron Gordon, 
director of advanced underwriting serv- 
ices for Mutual Benefit Life, on a 
money-saving plan for the business man 
who owns the site on which his business 
is located. 

With the December issue, Estate Plan 
ners Quarterly completes its sixth year 
of publication featuring actual sales pres 
entations written by and for life un- 
derwriters, attorneys, accountants, and 
trust officers in  hard-cover_ editions 
Solomon Huber, CLU, well-known gen- 
eral agent, founded the Quarterly and 
also serves as editor. Lee 
director of publications. 

Estate Planners Quarterly is pub- 
lished by the Farnsworth Publishing 
Company, Inc., New York City. Annual 
subscription re ate for the four hard cover 
books is $10. 


St. Louis, Seattle Changes 


Pacific Mutual Life has opened a new 
St. Louis agency in Clayton, Mo. with 
James B. McKee, Jr.. as manager and 
has named Don L. Fulghum managet 
of the Seattle agency 


Rosler is 





however, who have ignored the strict 
letter of the statute.” 

It is further brought out that “many 
policies have been assigned for valuable 
consideration to wives and children, to 
brothers, sisters, and to other relatives 
since 1954. Add to these the large num 
ber of transfers for value which were 
made under the prior law, and it is im- 
mediately apparent that a serious prob 
lem, requiring timely attention, - still 
exists.” 

“Tax Uses of Life Insurance” is pub 
lished by Callaghan & Co., 6141 N. Cicero 
Ave., Chicago, and sells for $8.50 per 
copy. 

















$20,000 to 
$40,000 


of Group Life Insurance for 
firms with 10 lives or more 
Non-Medical 
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Covers Boston Reg. Group 


WILLIAM R. MASSIDA 


William R. Massida has been 
pointed regional Group pension rep 
sentative in Massachusetts Mutual Litfe’s 


northeastern regional Group 





Boston In his new position e wl 
work in cooperation with district Gt 

representatives and general agents 
throughout New England and New York 


State \ Marine Corps veteran, M1: 
Massida was born in Lynn, Mass., 

was graduated from University of Mas 
sachusetts in 1952. He joined Massa 
chusetts Mutual in 1954, and for the 
past year and a half has been a Group 
pension representative in the company's 


New York office 
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John W. Yates Dead; 
Long Leading Manager 

WITH MASS. MUTUAL 35 YEARS 

Founder of Yates-Woods Agency in Los 


Angeles Had Notable Career; 
Was Age 62 





John W. Yates, one of the most prom- 
inent insurance men and agency man- 
agers in the country, died December 
18 in Good Samaritan Hospital, Los 
Angeles, at the age of 62. Founder of 
Yates-Woods Agency in Los Angeles, 
general agent for Massachusetts Mutual 
Life, he had been with that company 





JOHN W. YATES 


for 35 years as agent and manager. The 
list of his insurance, civic, church and 
charity affiliations is a lengthy one. 
Mr. Yates was born in 
left home at 15 to earn his own way 
and at 21 was assistant cashier of the 
Tampa, Fla., office of National City Bank. 
His entrance into life insurance followed 
World War I service and his discharge 
when he became an 


Jarwick, Ga., 


as a lieutenant, 
agent in Seattle in 1920. Later he was 
made manager of the life department of 
W. A. Alexander Co. Chicago. 

It was in 1923 when 28 that Mr. Yates 
joined Massachusetts Mutual Life as a 
After 10 years 
in that city he was appointed general 
agent for the entire state of California, 


general agent at Detroit. 


a post he held for a decade when he con- 
fined his general agency to the Los 
Angeles area. It became the largest 
agency of the company, Mr. Yates esti- 
mating that his agencies had placed in 
force in excess of $400,000,000. 

Mr. Yates had been president of the 
Detroit Life Underwriters Assn., the 
Detroit and Los Angeles Life Managers 
Assn., president of Massachusetts Mu- 
tual Agents Assn. and of its General 
Agents Assn. He was secretary of 
NALU and one of its trustees for six 
years. He has talked on life insurance 
“a about 100 cities. Admission « f Robert 

a 

. Woods to partnership in the agency 
oc ~curre: d in October, 1952, he having been 
agent, assistant general agent, and asso- 
ciate general agent since joining the 
agency after graduation from UCLA. 

In 1955 Mr. Yates received the Los 
Angeles Chamber of Commerce Will G. 
Farrell Award for public service. He 
was a trustee of the College of the Pa- 
cific, the Methodist Hospital Foundation, 
past president and chairman of the Pa- 
cific Home for the Aged. He was pres- 


ident of thhe official board and vice 








Equitable Modernizes 
Group Plan for Field 


MAXIMUM RAISED TO $75,000 





Accidental Death Benefit Now $50,000; 
Hospital, Major Medical Supple- 
mental to Group Benefits 





The Equitable Life Assurance Society 
has modernized the Group insurance pro- 
gram for its field force into what it 
terms “one of the most liberal plans in 
the entire industry.” The major changes 
are: 

Revision of Group Life coverage to 
provide increased amounts for many 
agents, with the maximum increased 
from $35,000 to $75,000. 

Increase of accidental death and dis- 
memberment insurance, with the max- 
imum raised from $10,000 to $50,000, and 
a reduction in the rate of contribution. 

Continuance of life insurance after age 
65, under a modernized formula provid- 
ing for gradual reductions in amount, 

Inclusion, under the life insurance, of 
a waiver-of-premium provision in the 
event of total disabality. 

The changes were approved after the 
Society’s committee on welfare benefits 
completed a comprehensive study of 
Life and AD & D plans in relation to 
the personal insurance needs of the 
field force under present conditions. The 
Society’s Group Life and AD & D plans 
are supplemented by other coverages for 
agents and their dependents, such as 
hospital and surgical, medical, x-ray and 
laboratory, and m ajor medical expense 
insurance, and by the Equitable Re- 
tirement Plan. The entire benefit pro- 
gram remains under continuous study to 
keep it as liberal and up-to-date as 
possible. Group insurance for Society 
agents began in 1929 as a Group plan, 
and has been expanded and liberalized 
frequently since then. 


Paul Duling Is Program 
Chrm. for Publicity Institute 


Paul Duling, sales promotion director 
of Postal Life of New York, has been 
named program chairman for the first 
annual Publicity Institute sponsored by 
New York University and the Publicity 
Club of New York City, to be held on 
January 16 at N. Y. U’s Gould House, 
Ardsley-on-Hudson. Some 100 publicity 
and public relations executives are ex- 
pected to attend the day-long institute, 
theme of which will be “The Business 
of Public Relations in a Changing Amer- 
ica. 





State Mutual Opens New 
Group Office in Tampa 


A new Group sales office has been 
opened in Tampa by State Mutual Life 
of America, Worcester. The Tampa 
cpening is the 23rd such Group sales 
office in a nationwide operation it was 
announced by H. Ladd Plumley, presi- 
dent. 

Robert A. Breidenbach, formerly in 
charge of State Mutual’s Minneapolis 
Group office heads the Tampa operation. 
Mr. Breidenbach is a University of 
Minnesota graduate and an Army vet- 
eran of World War II. He joined State 
Mutual in 1951 after being in Group 
sales in Minneapolis with the John 
Hancock. 





president of thhe board of trustees of 
the Wilshire Methodist Church; a mem- 
ber of the California Club, Wilshire 
Country Club poe Henry Knox Masonic 

Lodge. 

Funeral services, attended by a large 
number of insurance, civic and organiza- 
tion leaders, were held Dec. 21 at Wil- 
shire Methodist Church under direction 
of Forest Lawn Mortuary with private 
interment at Forest Lawn Memorial 
ark. 

Mr. Yates is survived by his widow 
Helen; two daughters, Mrs. Hugh M. 
Kice and Mrs. Donald M. Tippett; a son, 
John; two sisters, Mrs. C, B. Fields 
and Mrs. J. E. Thrasher, and four 
grandchildren, 


Craig Vice President 
Of Metropolitan Life 





DOUGLAS S. CRAIG 


Douglas S. Craig has been appointed 
a vice president of Metropolitan Life 
and placed in charge of home office ad- 
ministration of individual insurance, it 
has been announced by Frederic W. 
Ecker, Metropolitan’s president. 

Mr. Craig, previously second vice pres- 
ident, has been with the company since 
1925, and has been an officer since 1940. 
He is a Fellow of the Society of Actu- 
aries, and is a member of a family long 
distinguished in the actuarial profession, 
both his grandfather, James M. Craig, 
and ‘his father, James D. Craig, having 
been outstanding actuaries. He is past 
president of the Home Office Life 
Underwriters Association. 

Associated with Mr. Craig in his new 
post will be John C. Timmermann, sec- 
ond vice president. Mr. Timmermann 
previously had administra itive supervision 
of Metropolitan’s Industrial insurance 
department. 


Annual Xmas Luncheon of 
Manhattan Life Directors 


One of most enjoyable parties in the 
insurance field held at this season of the 
year is the Manhattan Life’s directors’ 
Xmas party at Metropolitan Club in 
Fifth Avenue. The company in October 
passed a billion dollars in force. 

No formal talk was delivered by either 
Chairman J. P. Fordyce or President 
Thomas E. Lovejoy, Jr. State Superin- 
tendent of Insurance Leffert Holz made 
a few remarks in which he congratulated 
the company on its record. Others at 
head table were introduced to take a 
bow. Among guests on the dais were 
these: 


Holgar J. Johnson, president, Institute of Life 
Insurance; A. McAulay, president, North 
American Reassurance Co.; Robert C. Johnson, 
Kidder, Peabody & Co; John McAuliffe, chair- 
man, American Eastern Corporation; Robert C. 
Hendon, vice president operations, Railway Ex- 
press Co.; State Senator MacNeil Mitchell; 
John C. Farber of O’Connor & Farber, attorneys. 


In addition to Superintendent these 
representatives from New York State 
Insurance Department were present: 


Julius S. Wikler, First Deputy Super‘ntendent: 
Robert J. Malang, Arthur Lamanda_ and 
Aloysius J. Maickel, Deputy Superintendents: 
Milton Shalleck, executive assistant to the Super- 
intendent; and Julius Sackman, chief of Life 
Bureau. 


One feature of this annual event is 
singing of Xmas songs by a group of 
artists, some of operatic or concert rank. 
This year the artists were William Aubin, 
baritone; Joan Heisev, soprano; William 
Hess, tenor; Lydia Summers, alto; and 
Maria Michna, pianist. 


Ten Eyck Joins MONY 


As Brokerage Supervisor 
Winfield Ten Eyck has joined Mutual 
Of New York as brokerage supervisor 
in the company’s New York City (Ober- 
heim) agency. Mr. Ten Eyck will direct, 
for the Oberheim agency, the develop- 
ment of brokerage business for MONY’s 
multiple lines of personal insurance, in- 
cluding life, accident and sickness and 
hospitalization coverage, and retirement 
plans for individuals, families and groups. 
Mr. Ten Eyck was an insurance broker 
for six years, and was brokerage con- 
sultant with a General Life 
prior to joining MON He is a grad- 
uate of the “jp Bice sy of Rhode Island. 





Franklin Life Campaign 


Honors President Becker 





Left to right—F. J. O’Brien, vice president and director of sales promotion; 
Lillian Gilster, assistant director of sales promotion; William Tolleson, director of 
agency development; George E. Hatmaker, vice president and secretary; Allen V. 
Dowling, vice president and director of agencies; Chas. E. Becker, president; J. V. 
Whaley, senior vice president; R. A. Frederick, administrative vice president; F. J. 
Budinger, regional sales director, Chicago; and Roger C. Biede, sales representative, 
Elmwood Park, IIl. 


Sales officials of Franklin Life, Spring- 
field, TIIl., extended birthday 
greetings to Chas. E. Becker, president, 
with a report on the nationwide sales 


campaign held in his honor, The birth- 
day cake presented to Mr. Becker was 
decorated with an intercontinental bal- 


recently 


listics missile, carrying out the theme of 
the drive, “Shoot the Moon.” Various 
objectives of the campaign were pat- 
terned after the states of rocketry. New 
paid sales of the Franklin during the 
one-month campaign totaled $64,418,542, 
a 32.3% gain over the same month last 
year. 


























sai py bse EOL PE 








December 27, 1957 








Page 11 














During a reply he made to Chancellor 
of the Exchequer at annual dinner of 
British Institute of Actuaries, President 
Charles F. Wood of the Institute made 
this announcement: because the subject 
of State pensions is of such far-reaching 
importance to the British economy the 
Institute and the Faculty of Actuaries 
have set up a national super-annuation 
joint committee to examine and report to 
the respective councils on any published 
statements. Mr. Wood told the Chan- 
cellor that he wished it known that the 
services of the actuarial profession are 
at the disposal of the Chancellor to assist 
in any manner considered desirable. 

One reason the announcement of the 
actuaries is welcomed by the insurance 
companies is because the public is being 
misled by numerous schemes of cover- 
age based on inadequate or inaccurate 
information. Their widespread publica- 
tion has made necessary expert guidance 
and advice which only the actuary can 
supply. 


From time to time there are published 
in the Journal of Chartered Insurance 
Institute of London, papers whose sub- 
jects touch on both insurance and special 
interests of insurance readers. The In- 
stitute has for sale small stocks of each 
paper of this type. They cost two shill- 
ings each. The Journal itself, a bound, 
annual volume, cost 15 shillings when 
purchased by those not members of the 
Institute. Volume 54 was published in 
May, 1957. Volume 55 will appear next 
summer. Copies of the Journal or its 
papers may be obtained from The Char- 
tered Insurance Institute, 20 Alderman- 
bury, London, E.C.2. Secretary of the 
Institute is H. A. L. Cockerell. 

A paper on taxation treatment of in- 
surance companies by R. B. Gow, (York 
head office of the Yorkshire,) which will 
be published in Volume 55, is now avail- 
able in brochure form. 

James M. Idema of Aetna Life, Grand 
Rapids, Mich., one of that company’s 
Regionnaires, is author of a story in 
December issue of Atlantic Monthly, his 
debut as a magazine writer. Before join- 
ing Aetna he was 10 years city editor of 
Grand Rapids Herald. In World War II 
he was a navy patrol bomber pilot. Mr. 
Idema began to write fiction § stories 
when a senior at Dartmouth. His At- 


Milne Studios, Ltd. 
THOMAS R. WALSH 





lantic Monthly story is entitled “That 
Beautiful Shore.” It deals with a boy 
and his grandfather and the bond which 
grows between them as re enjoy hunt- 
ing, their favorite sport. E. W. Nelson 
and Co. is the Grand Ri: apids general 
agency of Aetna. 


Thomas R. Walsh has been elected 
chairman of standing committee of head 
office counsel of Canadian Life Insur- 
ance Officers Association. Mr. Walsh is 
assistant secretary and legal officer, 
Canada Life Assurance Company. 

A native of Moose Jaw, Mr. Walsh is 
a graduate in Arts of the University of 
Manitoba and received his law degree 
from the University of Saskatchewan. He 
is a member of the Onté irio Bar. Prior 
to joining Canada Life early in 1946 he 
was legal adviser to the Unemployment 
Insurance Commission at Ottawa and 
chief enforcement officer for National 
Selective Service. 





Uncle Francis 


LUTC Enrollment Sets Record 


The final enrollment figures for the 
1957 -58 LUTC life courses have offici- 
ally been announced by LUTC Head- 
quarters in Washington, D. C. In Coos 
Bay, pre ‘Clovis, New Mexico; 
Cocoa, I Morida; Chicago and New York 
City—in every state of the nation and 
many of our territorial possessions, a 
total of 18,170 life underwriters have 
taken their places in 952 LUTC class- 
rooms. The greatest enrollment in 
LUTC history has come to pass during 
the year of the tenth anniversary of the 
Council. 

“Such an enrollment figure,” stated 
Loran E. Powell, (CLU, managing direc- 
tor of the Council, “is significant not 
only of the confidence placed in LUTC 
by the field underwriter, but of his abid- 
ing desire to constantly improve and 
increase his ability to function in the 
business of selling life insurance. It 
clearly charges LUTC with the respon- 
sibility of measuring up to such confi- 
dence by the continual improvement and 
strengthening of the course itself. 
Through such effort in every segment of 
its operation, LUTC will continue its 
determination to provide the finest sales 
training course available in the insur- 
ance industry.” 

Since enrollments in the accident and 


sickness course, which will begin in 
February are also expected to set new 
records, the aggregate total of life and 
A. &S. course enrollments may involve 
well over 20,000 students. The weeklv 
class sessions are for two and one-half 
hour periods. They will have an oppor- 
tunity to meet and compare sales ideas 
with men from many companies other 
than their own, and from this will dis- 
cover that there is no real competition 
in life isurance except with one’s self. 

It is a tribute to the entire American 
life insurance fraternity to muster a 
faculty of nearly 1,000, who are admin- 
istering LUTC to a student body of over 
18,000. The LUTC instructor answers 
many descriptions. Many of these dedi- 
cated underwriters are CLU’s, many 
are members of the Million Dollar Round 
Table, all are successful fieldmen who 
enjoy the confidence and respect of their 
colleagues. Because of the expansion 
of classes each year, many of them are 
teaching LUTC for the first time. The 
majority, however, have one or more 
years experience in LUTC instruction. 
All have a similar aim; to present to the 
student a pool of knowledge and sales 


skills from life insurance sources that 
on an individual basis would be beyond 
value, even if attainable. 








John Hancock Introduces 
New Group Policy Forms 


The John Hancock Mutual announced 
this week the introduction of two new 
Group permanent policy forms, supple- 
menting recent liberalizations in its pen- 
sion trust practices. 

These forms—retirement income and 
life paid-up at age 85 with automatic 
conversion to an income at retirement— 
are available to employers with at least 
100 eligible employes. The benefits are 
similar in many respects to benefits 
which are available to smaller groups 
through individual policies issued under 
a pension trust arrangement. 

The income provided by the basic cov- 
erage may be increased automatically to 
as much as $20 monthly for each $1,000 
of insurance by an extra payment at re- 
tirement. The funds for this extra pay- 
ment may be accumulated in an auxiliary 
fund with the John Hancock or may be 
accumulated in a trust fund and trans- 
ferred to the John Hancock as employes 
retire. The cost of providing additional 
income at retirement as well as the basic 
premium rates will carry a lifetime guar- 
antee for each unit of coverage which is 
established during the first five policy 
years, 

Maximum amounts of insurance with 
and without evidence of insurability are 
based on the size of the case in accord- 
auce with usual Group practices. A 
supplemental retirement annuity pro- 
vision is available to provide the an- 
nuity portion of the coverage where the 
insurance portion of the coverage is 
limited by the size of the case or the 
employe’s health, 


Union Mutual to Pay 3%4% 
On Funds Left at Interest 


The board of directors of Union Mu- 
tual Life, Portland, Maine, voted at their 
annual fall meeting to increase the com- 
pany’s interest rate to 34% on dividends 
left to accumulate and on settlement op- 
tion proceeds not dependent upon the 
life of the payee. 

The increase applies to the contract 
year 1958, according to an announcement 
by William L. Barber, actuary. Policy- 
owners affected by this move will receive 
an excess interest dividend amounting to 
the difference between the interest rate 
guaranteed in their contract and the new 
3%4% rate voted by the directors. Ex- 
cess interest will be paid only on sums 
held at interest or the commuted value 
of any remaining installments. In the 
case of life income contracts, only the 
guaranteed certain installments are 
affected. 

This is the third step taken by the 
board of directors within the past year to 
reflect the more favoré ible rate of earn- 
ings on the company’s invested funds. 
In January of this year the company in- 
creased its dividends to participating 
policyvowners by an aggregate of 15%, 
and in March of this year the company 
increased the discount rate on prepaid 
premiums from 2%% to 3%. 


Darrell D. Eichhoff Named 
A Member of GAMC Board 


Darrell D. Eichhoff, CLU, manager for 
Metropolitan Life, Rock Hill, Mo., has 
been selected by the board of directors 
of the General Agents and Managers 
Conference of NALU tto serve on the 
board until the next annual meeting. 
In making the announcement, L. V. 
Drury, chairman of GAMC, stated that 
the officers and board of GAMC had re- 
ceived the resignation of James E. 
Stretch upon his promotion to assistant 
vice president of Metropolitan and that 
Mr. Ejichhoff will replace him. Mr. 
Stretch formerly was manager for 
Metropolitan’s Ft. Lauderdale district. 








Director Berkshire Life 





HOWARD J. CADWELL 
Cadwell, 
Western 
Electric Co., was elected a director of 
Mr. Cad- 
manager, 


president and 
Massachusets 


Howard J. 
chairman of 


Berkshire Life Insurance Co. 
well was successively sales 
manager of operations and vice pres- 
ident in charge of operations before his 
election as president and director in 
1946. He became chairman of the board 
in 1954. 
utility and financial companies, 
Springfield Fire & Marine In- 
Yankee Atomic 


He is director of several public 
includ- 
ing the 
surance Co. and the 
Electric Co. 


Life Insurance Week in 
Brooklyn January 13-18 


John 


3rooklyn Borough President 
Cashmore, right, officially designated the 
week of January 13 to 18 as Life Insur- 
ance Week in the Borough of Brooklyn. 
Representing the 3ranch of 
the Life Underwriters Association of the 
City of New York were its Branch Pres- 
ident Marvin L. Carlton, left, and Wilbur 
Neustein, CLU, chairman of Brooklyn 
Life Insurance Week. These branch rep- 
resentatives of the “Life Underwriters 
Association were presented with the 
Borough President’s proclamation on be- 
half of all Brooklyn life insurance agents. 

Branch President Carlton stated that 
Chairman Neustein would furnish over 
50 speakers from among the member- 
shiip for various business, social, civic 
and fraternal organizations on life in- 
surance matters during Life Insurance 


Week. 


3 re oklyn 
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PROPERTY-LIFE SELLING 


ince developments are proceed- 


Within a decade 


numerous 
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apid pace. 
e coverage, with 


risk” policies, is moving 





to supersede protection of individual 
separate policies. But compe- 
tion for business, and new ideas, have 


of insurance 





conception 


é day there 





combining 
Phe- 


f the life business, 


vement for 


1 
Sales 





surance 





le aspects, are not over- 


looked by property-casualty companies 
which e had tough sledding in recent 
years due unprofitable underwriting 
experience. Several insurers are using 


s ‘ eee Ae ; 
or planning to use their establishe 
property cover agency forces as spring 
boards to enter the life field 


Bernard J. Daenzer, executive vice 


president of Wohlrech and Anderson, 
and well known as an excellent sales 
speaker, says that surveys reveal buyers 


insurance, particularly heads of fami 


lies, “would prefer one insurance ad- 
visor for a coverages, fewer policy 
contracts and a convenient way to pay 
for the whole program.” 
He says that excellent reception in re 
é years of the Homeowners policies 
nad ¢ surance industry realize how 
buyers like to deal on a multiple line 
basis. And whereas the insurance busi- 
ness has been very conscious of the 
fundamental differences between prop 
erty companies, and their methods of 
| 





business, and life insurance, the 


T etend 1 to real 





+1 , 1, 11; 
he new dwelling package on 
arde he 1d 1 
ig D yards snouid be 
perty Package instead of 
+rs or Comprehensive Dwell- 
es not take too much imagi 
put three together, aad a 
more and come up with a 
‘amily Package of life, dis- 
property damage, third 
ility, hospital and major med- 





¢ 





not be in the na 


Naturally this would 
ture of a “give-away” proposition. 


combined package for the 


called the 


home there should be certain definite 
economies achieved, both in home office 
expenses and in acquisition costs. How- 


ever, cost of this broad coverage should 


not be so reduced as to make under- 
writing profits almost impossible except 
under most favorable experience. Re- 


cently there have been some statements 
that broader coverage has been provided 
at practically no additional cost — fer 
competitive reasons perhaps—with cost- 
Proper and 


] 


ly underwriting 
rates should accompany con- 


results. 
adequate 
structive deve!opments in insurance pro- 


so that there will be protection 


tection, 
both for assured and insurer. 
Robert B. Patrick, vice president, 


Bankers Life of Iowa, has been named 
to the housing and home finance unit 
of National Defense Executive Reserve. 
The reserve is designed to make avail- 
able to the Government in an emergency 
experienced persons to serve as the 
civilian counterpart of the armed forces 
reserve. 
* ok * 

Norman C. Brandt, assistant counsel 
for Occidental Life of California, has 
been appointed a member of the cor- 
pore ate counsel committee of Los Angeles 
3ar Association. Before joining Occi- 
dental in 1950, Mr. Brandt was engaged 
in private practice. He earned his 
Bachelor of Science degree from Purdue 
University and his LL.B. from the Uni- 
versity of Indiana. 


* * * 


Edward Devine, manager of the New 
England Fire Insurance Rating Asso- 
ciation in Rhode Island, is retiring De- 
cember 31. For over 50 years he has 
been connected with fire insurance rat- 
ing in that state, first as secretary- 
treasurer of the Insurance Association 

Providence and since 1938 as manager 
of the New England rating association. 


ih ae 


Emma Lou Geus, personnel director 
at the home office of Midland Mutual 
Life in Columbus, has been elected vice 
president—membership of the Person- 
nel Society of Columbus. 


* * * 


Harry C. Copeland, Jr., general agent 
in Syracuse, N. Y. for Massachusetts 
Mutual Life, was the guest speaker at 
the November meeting of the Syracuse 
Association of Life Underwriters. 








ALICE FRANCES HERCHENRODER 


The engagement of Alice Frances 
Herchenroder, daughter of Dr. and 
Mrs. Francis W. Herchenroder of 
Woodhaven, L. I., to Robert Hamilton 
Tierney, son of Mr. and Mrs. Robert F. 
Tierney of Woodhaven, Long Island, 
announced. Now secretary to Warren 
N. Gaffney, general manager, Surety 
Association of America. Miss Herchen- 
roder was also secretary to the late 
Martin W. Lewis and to Edward M. 
Allen, former president, National Sure- 
ty Corp. Mr. Tierney, a graduate of 
Holy Cross College, who served as lieu- 
tenant in the Third Army under General 
George Patton during World War II, is 
affiliated with The Lummus Co. They 
will be married February 8 in St. Thom- 
as the Apostle R. C. Church in Wood- 
haven. 


Fabian Bachrach 
BRUCE 


JAMES G. 


James G. Bruce, vice president and 
secretary of Colonial Life of East 
Orange, was recently elected to the 
board of directors of the Oranges and 
Maplewood Chapter of the American 
Red Cross drive. Mr. Bruce previously 
served as general chairman of the East 
Orange Red Cross drive. He was for- 
merly fund drive chairman for the West 
Essex Chapter and for a number of years 
was treasurer anda member of the board 
of that ch: or. He is currently serving 
on the board of directors of the Young 








BENJAMIN N. WOODSON 


Benjamin N. Woodson, CLU, president 
of American General Life, has been 
elected to the board of the Houston 
Chamber of Commerce. As_ present 
Chairman of the Chamber’s aviation com 
mittee, Mr. Woodson has been tireless 
in his efforts to effect an improvement in 
Houston’s air service, bringing the situa- 
tion before civil and governmental au- 
thorities including the Civil Aeronautics 
soard. He recently led a delegation of 
prominent Houstonians before that body, 
explaining the current and future situa- 
tion relative to air service to the nation’s 
eighth largest city. Mr. Woodson is also 
president of Hawaiian Life, Honolulu, 
and Union National Lite of Lincoln, Neb. 
He was ae _mané iging director of 
LUTC and NAL 


* * * 


Kathleen L. Blume, Cedar Grove, 
N. J., won the first award in the contest 
sponsored by Bankers National Life of 
Montclair, to obtain suggestions for a 
company symbol. Second prize went to 
Mrs. C. Clark Bremer, wife of a gen- 
eral agent of the company. Mrs. Blume 
is the wife of Edgar J. Blume, the com- 
pany ‘Ss actuary. 

x x 

Amelia E. Reichert, agency secretary, 
New York Life, was guest speaker at a 
recent meeting of the 3 all Street and 
Professional Women’s Club of New 
York City. Dorothy Boond, Lincoln 
General Office, New York Life, was pro- 
gram chairman. 

oe oe 


John A. Lloyd, president, Union Cen- 
tral Life, recently addressed the 50th 
anniversary of the founding of U. S. 
Grant Camp No. 100. The Camp was 
formed by sons and grandsons of Union 
veterans of the Civil War. 

eo ae = Ee 


John D. Ames, a member of the board 
of directors of Northwestern National 
Life and a senior member of the Chicago 
brokerage firm, Bacon, Whipple & Co., 
has been nominated for the presidency 
of the United States Golf Association. 
Mr. Ames was captain of the 1928 
Princeton University golf team. 





Men’s Christian Association of the 
Oranges and Maplewood and_ is also 
chairman of the Committee of Manage- 
ment of the Central branch. Mr. Bruce 
is also first vice president of the Sales 
Executives Club of Northern New Jersey 
and a director of the Newark Chapter 
of the Society of Chartered Life Under- 
writers. 
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Iowa’s Insurance Commissioner 


One of the most highly esteemed of 
the members of National Association of 
Insurance Commissioners is Oliver P. 
3ennett, Iowa Commissioner. 

The parents of the Commissioner— 
James L. and Mary C. Bennett—home- 
steaded in Buena Vista County, Iowa. 
Resident of Monona County, Iowa, since 
early boyhood Mr. Bennett was edu- 
cated in Mapleton High School, Am- 
herst College, University of Iowa and 
College of Law Drake University. He 
got an LL.B. degree at Drake in 1915. 
He began general practice of law at 
Mapleton in 1919; was admitted to prac- 
tice in ee Stagg Court: of the U.S. a 
decade later; in U. S. Court of Claims 
in 1944, and in U. S. Court of Military 
Appeals in 1952. 

Mr. Bennett married Helen Kirk of 
Des Moines in 1917 and she was one of 
the most attractive wives attending the 
recent meetings in Hotel Commodore, 
New York City, of the Commissioners. 
They have four children: James L., Kirk 
and Oliver, Jr., and Mrs. Dorothy Brom- 
well who lives in Cedar Rapids. 

Mr. Bennett entered public life in 
1925 when he became county attorney of 
Monona County. In 1929 he was elected 
State Senator serving until 1934. In 
the Senate he was chairman of the 
insurance committee. He was a member 
of the Commission for revision of cor- 
porate laws of Iowa for two years. 

In World War I he was in the Army’s 
field artillery. In World War II, he 
became a colonel in the Army Judge 
Advocate General’s Corps. He was pro- 
moted to Brigadier General of Iowa Na- 
tional Guard in November, 1952; became 
judge advocate, National Guard Associa- 
tion, 1946-1951; and was president of 
Judge Advocates Association of United 
States in 1952 - 53. 

A member of Monona County, Iowa 
State and American bar associations, 
General Bennett has over the years been 
a member of numerous committees of 
those organizations. Currently, he is a 
member of the professional ethics and 
conduct committees of the Iowa State 

3ar Association. 

In his professional practice General 
Bennett has been closely identified with 
the insurance industry. When he en- 
tered the practice of law he was an 
attorney for New York Life in which 
capacity he served for approximately 
two and a half years until entering mili- 
tary service in World War I. He con- 
tinued to represent New York Life and 
some other companies in his private 
practice until appointed Iowa State In- 
surance Commissioner in October, 1955. 

Although spending much time at the 
State Capitol in Des Moines, General 
Bennett maintains his keen interest in 
livestock and farming. No member of 
National Association of Insurance Com- 
missioners is as great an authority on 
rural matters. At a dinner party in Nep- 
tune Restaurant, Atlantic City, when 
Commissioners were meeting there, Barry 
Oakes, associate general counsel, Bank- 
ers Life Co. asked General Bennett 
















Commissioner of 


thought of 
3enson’s views of the 
The consensus of opinion of the 


what he 
Agriculture Ezra 
farmer. 
24 persons present is that Secretary 
3enson is decidedly not one of his 
favorites in the farm picture. 


* * * 
Financial Writer Dies 


Thomas Cooper Shotwell, former fi- 
nancial editor of the New York Evening 
Journal (now Journal-American) died 
in Overbrook Hospital, Cedar Grove, 
N. J., at age of 90 December 14 after a 
long illness. As a financial writer he 
was author of many stories having a 
connection with the insurance business. 
The financial column he wrote for 
Hearst was published in 500 newspapers. 

Born in Ohio Mr. Shotwell attended 
University of Cincinnati, supporting him- 
self at the time by writing for news- 
papers in that city. Becoming a Federal 
Court reporter and traveling correspond- 
ent he studied law under the direction 
of Judge William Howard Taft who later 
became President of the United States. 
His reports as a war correspondent in 
Spanish-American War attracted the at- 
tention of the famous editor Arthur Bris- 
bane who hired him to join staff of the 
Evening Journal. At beginning of 


N.Y: 
World War I, he joined staff of Wall 


Street Journal. Later, he did publicity 
work for James B. Duke, Thomas F. 
Ryan, John W. Gates, the Guggenheim 


brothers and other millionaires in field 
of finance and industry. His last news- 
paper activity was to write for McClure 
Newspaper Syndicate. 


* * * 
Survey on International Relations 


Edward L. Bernays, New York public 
relations consultant, and his wife, Doris 
Bernays, have returned from an eight 
weeks survey trip to Italy, France and 
England where they studied relationships 
between those countries and the United 
States. Mr. Bernays is chairman of the 
National Committee for an Adequate 
Overseas U. S. Information Program, a 
non-official but influential American 
organization made up of outstanding 
leaders in the field of public opinion, 
including George Gallup and Elmer 
Davis. 

In commenting upon relations between 
America and Great Britain Mr. Bernays 
feels that close relations between these 
two countries in particular is basic to the 
maintenance of the free world. He be- 
lieves that it is vital that America do 
everything as a government and as a 
people to further better relations and 
better understanding between the two 
countries. One thing he recommends 
is more joint conferences like that held 
by the American and the British bar 
associations in London some months ago. 
He further suggested the use in schools 
of books and films to further better 
understanding. Mr. and Mrs. Bernays’ 
views, in respect to Anglo-American 
relations have been given in a brochure 
they have issued. 


In the opinion of The Eastern Under- 
writer the most effective instrument and 
medium for linking nations in amity is 
the insurance business. World wars 
crush out lives of millions of people, 
dynasties fall, dictators arise and reign 
for a time, famines occur and catas- 
trophies result in overwhelming personal 
tragedy, countries may drive out, block 
or penalize foreign capital, but insur- 
ance stands stalwart through it all as 
it continues to be the most valuable 
and indispensable prop in world eco- 
nomics. 

Many of the leading fire and casualty 
companies not only operate on a world- 
wide basis, but have branches through- 
out such widespread spheres as South 
America, Asia, the Middle East and 
Africa. The fact that their head of- 
fices might be domiciled thousands of 
miles distant has been given little con- 
sideration by business people in such 
countries. What actuates the owner of 
a factory when he buys insurance, no 
matter in what remote locale the plant 
be located, is confidence that he will 
be protected in case of loss. By justi- 
fying that confidence through the gen- 
erations the insitution of insurance has 
climbed to attain the enviable position in 
the business world reached by it today. 


i 


Interlocking Directors 


A report by the House of Represen- 
tatives Small Business Committee lists 
the 20 largest fire and casualty com- 
panies and the 20 largest life insurance 
companies among 135 financial institu- 
tions with officers and directors wh 
also are on the boards of more than 
1,600 large business firms. 

This study of interlocking directorates 
was made as part of the committee's 


current inquiry into the financing prob- 
lems of small business. 
The report emphasized that these 


findings are “preliminary” and that it 
contained no conclusions or recom- 
mendations. The report pointed out that 
the top 20 life insurance companies had 
admitted assets of $74 billion at the end 
of 1956 or 77% of the total admitted 
assets of all life insurance companies, 
which amounted to $96 billion 

The top 20 fire and casualty compa- 
nies, according to the report, had ad- 
mitted assets of $7 billion at the end 
of 1956, or 32% of the admitted assets 
of all fire and casualty companies, which 
amounted to $23 billion. 

The 1642 companies, with which the 
135 financial comp: anies have “interlock 
ing relationships,” included the 100 
largest life insurance companies and the 
100 largest fire and casualty companies, 
the report stated. 


* * * 


James F. Oates, Jr. Joins Lotos Club 
and N. Y. Chamber of Commz2rce 

James F. Oates, Jr., president of Equi- 
table Life Assurance Society, joined 
The Lotos Club and the New York State 
Chamber of Commerce after coming to 
New York from Chicago. He had al- 
ready been a member of The Links Club 
here. 

The Lotos 
host at dinners to celebrities. 
dents have included the late Nicholas 
Murray Butler, president of Columbia 
University; Melville Stone who was 
general manager of Associated Press; 
and Arthur Judson, leading executive 
figure in the world of music. Among 
those for whom it has given dinners 
were former President William H. Taft, 
Woodrow Wilson and Harry Truman. 
When the greatest team of light opera 
writers in the history of the theatre- 
Gilbert and Sullivan—came to New York 
to put on a performance of a new oper- 
etta in order to protect their copyright, 
The Lotos Club dinner in their honor 
brought to the club the outstanding 
Americans in the field of the theatre, 
music and the fine arts. In the early 
days of the club many of America’s 
noted painters were members and _ for 
some years the dinners of The Pilgrims 
were held in its clubhouse. More re- 
cently a number of generals and ad- 


Club for decades has been 
Its presi- 
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mirals have joined The Lotos as well 
leaders in business and industry. T! 
club, however, has maintained a hack 
ground of people in the fine arts. 

The Links Club, which has a long 
waiting list, has in its membership many 
of the most prominent figures in insuf- 
ance, finance and industry. Both 17 
Links and the Lotos are on the East 
Side of midtown New York. 

The N. Y. Chamber of Commerce is th¢ 
oldest chamber in the United States, hav- 
ing been chartered many generations 
ago by one of the British kings. Among 
its presidents have been Thomas | 
Parkinson, when president of Equitable 
Society; Frederick H. Ecker, and Leroy 
\. Lincoln, when each was president of 
Metropolitan Life; the late Darwin P 
Kingsley who was president of New 
York Life; and James A McLain, pres 
ident of Guardian Life. William J. Gr 


as 





ham, former vice president of Equitable 
and now a director, was for a consider 
able period treasurer of New York 


Chamber of 
* 


Commerce 

x * 

New Insurance - Travel Film 

A fine color sales film, with top 
interest on quality entertainment and 
low pressure on selling insurance, has 
been prepared by the American Foreign 
Insurance Association. Available to field- 
men, local groups, civic organizations 
and others interested in the role Ameri 
can insurance plays in protecting prop- 
erty in all parts of the world outside 
“Iron Curtain” countries, this 15 minute 
film tells efficiently the insurance story 
but subordinates such to an excellent 
travelogue. 

In a fast and delightful round-the- 
world insurance trip, viewers of i“ new 
film get fascinating views of Rio, Brazil: 
Caracas, Venezula; Paris, parts ot 
Africa, Middle East, Japan, ia, 
Australia. The AFIA does a large vol- 
ume of business through over 600 
branches and agencies in about 60 areas 
of the world 

Assisted by 
narration, the 
industries 


background music and 
film’s brief sequences of 
and AFI ite facilities 





people, 
tell the story of AFIA’s worldwide in- 
surance operations and the responsible 
role its 22 American capital stock insur- 
ance member companies play in the 


international insurance market and 

world’s economy 
Presented under the ti 

wide Insurance Venture,” 





ecutive producer is 
public relations manager of AFIA 
Due to its successful reception AFIA 


is considering adding to the length of 
this film sometime in 1958 so that more 
world scenic spots and highlights can 
be shown to audiences which are be- 
coming increasingly travel conscious. 
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Rearden Director of 
Continental Ins. Co. 


IS PRESIDENT OF FIREMEN’S 
Also President, Skene of Affiliated 
Companies of Loyalty Group; 
Started Career in 1912 





William R. Rearden, president and di- 
rector of the Firemen’s Insurance Co. 
of Newark, N. J., has been elected a 
director of the Continental of the Amer- 
ica Fore Loyalty Group, The Firemen’s 
recently became affiliated with the 
America Fore Group through a_ stock 
exchange plan between that company 





Blackstone Studios 


WILLIAM B. REARDEN 


Rearden is 
other com- 


and the Continental. Mr 
also president and director of 
panies of the Loyalty Group. 
Mr. Rearden’s entire business career 
has been spent in the insurance busi- 
ness. A native of Chicago, he started 
work as a clerk with the Cook County 
office of the Northern Assurance in 1912. 
He later became a special agent for 
Iowa, Nebraska and Missouri for the 
Fidelity-Phenix Fire. In 1920 he became 
state agent in Illinois, Minnesota and 
Missouri for the Camden Fire, and in 
1927. agency superintendent for the 
at Chicago. 


Netherlands Fire 

Joined Loyalty Group in 1929 
Mr. Rearden joined the Loyalty Group 
of insurance companies in 1929 as dis- 
trict manager at Los Angeles, and later 
was promoted to second vice president at 
San Francisco. In De olegper 1934, he 
came to the home fice of the Loyalty 
companies in N rk as executive vice 
president. He was elected president of 
the group in 1956. 

Mr. Rearden is a member of board 
of presidents, American International 
Underwriters, director of General Ad 
justment Bureau, president and director 
of Underwriters Salvage Co. of New 








York, lirector of Sanborn Map Co. 
chairman of executive committee of 
Marine Office of America, member of 


Insurance Society of New York. 

Also trustee and past 
Newark Safety Council, 
Jersey State Safety 


trustee of New 
Council, 


of Commerce, 
der, Honorable Order of the Blue 
International, Canoebrook Golf Club at 
Summit, N. J., 


Newark Athletic Club, Drug and Chem- 
ical Club in New York. 








Home Buys Control of 
Peoples Life of Indiana 


The Home Insurance Co. of New York 
has purchased control of the Peoples 
Life of Frankfort, Ind. Organized in 
1906, the Peoples Life handles all stand- 
ard forms of Ordinary life, individual 
and Group life on the non- 
participating plan. It has assets of more 
than $35,000,000. President Kenneth E. 


Black of The Home says plans for fu- 
ture development of the company will 
be announced later. The Home, one of 
the largest property insurers in_ the 
country, reported assets of over $484,- 
000,000 at the close of 1956, with policy- 
holders’ surplus then of $243,700,000. 


annuities 








president of 


eaenaiver r 
past president of Newark Chamber 
member of Masonic Or- 


Goose 


Essex Club at Newark, 


W. E. MATCHETT ADVANCED 


Vice President of America Fore Group 
In Charge of Pacific Coast Dept. 
At San Francisco 

The America Fore Insurance Group 
announces that William E, Matchett has 
been appointed vice president in charge 
of the Pacific Coast department with 
headquarters at San Francisco. Mr. 
Matchett, formerly manager for Canada, 
will assume his new post January 1. 

Mr. Matchett has been associated with 
the America Fore Group for 28 years. 
Prior to becoming Canadian manager, he 
Was a secretary for the fire — 
of the group at the Chicago office. Born 
in Pierceton, Ind., he received his A.B. 
degree from Earlham College, Richmond, 
Ind. He also attended the University of 
Chicago. 

He began his insurance career in 1928 
with the Hartford in Chicago. He joined 
America Fore in 1929 as a special agent 
in Indiana and Wisconsin for the Con- 
tinental, In 1941 he was appointed spe- 
cial agent for the inland marine and 
general cover departments in the Chicago 
office. He was promoted to state agent 
for Wisconsin in 1942 and returned to 
the Chicago office in 1948 as manager of 
the brokerage department. He was made 
assistant secretary of the fire companies 
of the group in 1951 and secretary in 
January, 1953. 


HOEY, ELLISON, FRO 


American Elects Way 
Vice. Pres. of Marine 


HADLEY ASST. VICE PRESIDENT 


Way Joined American in 1948; Made 
Assistant Vice President in 1955; 
Hadley in Claim Departmnet 


The American Insurance Co. has 
elected Pennington H. Way, Jr. as vice 
president and Judson B. Hadley as as- 
sistant vice president. In his new posi- 
tion Mr, Way will assume direction of 
the Newark, N. J. head office marine 
underwriting department. Mr. Hadley’s 
promotion brings him broadened admin- 
istrative responsibilities in connection 
with the company’s head office 
and loss department. 

Mr. Way, a graduate of the University 
of Pennsylvania, entered the insurance 
business in 1937. He served five years 
in the United States Army, receiving his 
discharge as lieutenant- colonel. Follow- 
ing field service with other companies, he 
joined the American in 1948 at the Phil- 
adelphia office where he later became 
assistant manager, and in 1952 he was 
transferred to the head office and elected 
an assistant secretary. He was elected 
secretary in 1954 and assistant vice 
president in 1955. 

Mr. Hadley was born in Kansas City, 
Mo. He graduated from the University 
of Kansas in 1932 and received his law 
degree from the Kansas City School of 
Law in 1947. He began his insurance 
career in 1938 as a claim adjuster with 
Central Surety at Kansas City where he 
remained until 1941 when he_ joined 
American-Automobile in a similar ca- 
pacity at the Kansas City branch. He 
was transferred to the head office claim 
department in St. Louis as field super- 
intendent and named staff superintendent 
early this year. 


claim 


November Losses Drop 

Estimated fire losses in the United 
States during November amounted to 
$75,321,000, the National Board of Fire 
Underwriters has reported. According 
to Lewis A. Vincent, NBFU’s general 
manager, this $75,321,000 loss represents 
a decrease of 64% from losses of $80,- 
481,000 reported for November, 1956, 
and a decrease of 3.1% from losses of 
$77,753,000 for October, 1957. 

Losses for the first 11 months of 1957 
now total $931,671,000 an increase of 


44% over the first 11 months of 1956, 


when they amounted to $892,805,000. 
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ARTHUR A. LANG ADVANCED 
Becomes Assistant U. S. Manager of 
Royal Exchange Group at New York; 

Has Been Pacific Manager 

Promotion of Arthur A. Lang to as- 
sistant United States manager of Royal 
Exchange Group at the New York office 
is announced effective January 1. He will 
move from Los Angeles where he has 
been manager of Royal Exchange Group 
Pacific department. 

Mr. Lang was employed by Royal 
Exchange Assurance in 1933. He brings 
to his new assignment a wide experience 
in all phases of the insurance industry. 
As assistant United States manager he 
will be associated at the New York office 
of Royal Exchange Group with H. C. 


Pitot, United States manager, and A. C. 
Miles, deputy United States manager. 


REINSURES FIRE RISKS 


As of Jan. 1 Industrial Insurance Co. 
Will Concentrate on Auto Physical 
Damage Lines 

The Industrial Insurance Co. will cease 
writing fire insurance and its allied lines, 
effective December 31, 1957. The out- 
standing business of this class of the 
Industrial in the states of Maine, Mass- 
achusetts, Rhode Island, Connecticut and 
metropolitan and suburban New York 
will be reinsured by American Equitable 
Assurance Co, of the Corroon & Reyn- 
olds Group, effective December 31. 

In New Jersey all fire and allied line 
risks of the Industrial are being re- 
insured by Fire & Casualty Insurance 
Co. of Hartmord, likewise effective De- 
cember 31. 

In addition, all other business of these 
classes in remaining states where the 
company operates is being reinsured by 
Hawkeye-Security of Des Moines, Iowa, 
an affiliate. 

As of January 1, 1958 the Industrial 
will devote its entire capacity to the 
writing of automobile physical damage 
insurance for its associated finance com- 
pany. 


Percy B. Jarvis Dies; 


Former N. Y. Fieldman 
Percy B. Jarvis, 87, retired New York 
state agent of the Security of New 
Haven, died December 21 at his home 
in Fayetteville after a long illness. 
Among fieldmen in upper New York 
State Mr. Jarvis was long a “dean” and 
widely popular. He was one of the active 
members of the “Old Association,” which 
met annually at Saranac, N. Y., more 
than 30 years ago. 
3orn in Huntington, Long Island, 
N. Y., Mr. Jarvis had lived in Fayette- 
ville for 45 years. He retired in 1945. 
He was a graduate of the New York 
University College of Business Adminis- 
tration. Surviving are his wife, Mrs. 
Susan B. Jarvis; a niece, Miss Barbara 
J. Jarvis of Westfield, N. J., and a 
nephew, Stanley Jarvis of Chatham, 
v. J 


Roeben Executive Sec’y 


Standard Accident Cos. 


The Standard Accident and Planet In- 
surance Company announce appointment 
of Arthur R. Roeben as executive sec- 
retary. Mr. Roeben has been connected 
with insurance since 1914 when he start- 
ed with the National Fire of Hartford. 
From 1914 to 1945 he rose through vari- 
ous clerical and underwriting duties 
with that organization to the position of 
superintendent of the inland marine and 
automobile department and later agency 
superintendent. 

He joined Standard Accident’s fire and 
marine affilate, the Planet, in 1945 as 
superintendent of the inland marine de- 
partment and consultant on automobile 
underwriting. In 1946 he was made 
manager of the fire and marine under- 
writing department and served in that 
capacity until his present appointment. 
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Gallagher Sees Need For Commission 
Revisions, Fewer “Give-Away” Risks 


Changes which he believes will event- 
ually be recommended and sponsored by 
thinking ‘agents and companies were 
cited by Eugene F. Gallagher, manager 
of the Chicago branch office of the 
Planet Insurance Co., in a talk before a 
joint meeting in Washington of the 
District of Columbia Insurance Agents 
Association, the Insurance Managers’ 
Association and the Insurance Women’s 
Club. 

Holding that underw riting profit is the 
aim of insurance, in addition to giving 
the best protection, he called the corn- 
panies to task for extending protection 
without adequate increases in premiums. 
For the agents he cited commission in- 
congruities and what he termed needless 
expense. He stated the business may 
price its way of doing business out of 
the market unless changes are made. 

“Volume will bring more dollars even 
with reduced mark-up,” Mr. Gallagher 
stated. “All other business has come to 
recognize that fact. You cannot live on 
percentages alone, however high they 
may be, if there is no premium income 
to apply them to. 


Continuous Policies 


“As it looks from here we shall all 
have to make changes. If continuous 
policies are the answer then, whether or 
not we like them, they will probably 
be used. If more economical and stream- 
lined accounting and billing systems will 
reduce cost we will probably find our- 
selves with them. It seems obvious that 
we should eliminate flat cancellations 
and free insurance. 

“Whatever we have the good judgment 
to do now will not immediately improve 
the situation,’ Mr. Gallagher observed. 
“Some things will get worse before they 
get better. Some companies in order to 
maintain their very existence will be 
obliged to curtail their writings. Some 
agents—particularly in the metropolitan 
areas—will experience difficulty in plac- 
ing certain lines. 

“Remember, even though it were pos- 
sible to increase all rates to the proper 
level there would be no immediate bene- 
fit to surplus—quite the contrary. The 
surplus position is what governs a com- 
pany’s capacity to write business. So 
we are going to have to suffer for our 
mistakes even though now we begin to 
do in earnest those things which need 
so urgently to be done. 

“There is much that we can do. There 
is much that we will have to do to main- 
tain our position and to continue to 
make available a market. The market is 
already restricted in some metropolitan 
areas. We all realize, I am sure, some of 
the changes that will have to come about 
but we would rather go on the way we 
are. We dislike to adopt new methods. 


Commissions Have Increased 


“Inevitably to survive we must reduce 
expenses. That is true regardless of loss 
ratio because our competitors’ leeway 
is in the expense portion of our opera- 
tions and so long as that is relatively 
high the differential in rate will be at- 
tractive to an increasing number of 
buyers. 

“Tt is rather to be wondered at that 
we have not been forced to find, before 
this, some way to reduce our cost. It is 
surprising because ours is the only 
major industry in the country which has 
not reduced its cost of distribution with 
an increase in volume. For instance, 
General Electric recently cut dealer 
mark-up four points and distributor, two 
points. But we have done just the oppo- 
site. Our mark-up, which term may, 
without error, apply to our commission, 
has actually increased from 24.4% in 
1951 to 25.7% in 1955. Incidentally, during 
that same period general administra- 
tion expense in the companies has de- 
creased 25%. 

“Tf you think we can increase any 
phase of our expense, be it commission 


or controllable company expense, and at 
the same time improve our position in 
the active competitive market I am afraid 
you are whistling in the dark. 


Is “Mark-Up” Too High? 


“There is a feeling on the part of 
some who are fully aware of what is 
happening that our ‘mark-up’ may be 
too high,” said Mr. Gallagher. “Are you 
convinced that on the automobile lines, 
for instance, your services are worth 
what the insured pays you for them? 
We hear doubts from agency ranks ex- 
pressed in Nebraska—in Pennsylvania 
and more recently in Rhode Island. 

“Tf you were content to write an auto- 
mobile policy for $20 commissio: three 
months ago do you feel that because ex- 
perience was so bad that rates were 
increased 30% you should now be paid 
$26 for writing the same policy? Do you 
think that the agent’s income should in- 
crease as the loss ratio in his territory 
becomes so adverse that rate increases 
are established? After all, automobile 
insurance is essentially a social necessity 
—it does not have to be sold. Financial 
responsibility laws have just about made 
its purchase obligatory. 

“A spokesman for a large agents’ asso- 
ciation recently said that if the produc- 
tion cost allowable in the rate make-up 
for automobile insurance were reduced 
five points it would mean the end of the 
American Agency System as we know 
it. Do you think so? 


Many Companies Write Cut-Rate 


“Do you know that the results’ of a 
study made for the National Bureau of 
Casualty Underwriters disclosed the fact 
that 58% of the agents who represent 
bureau companies also represent mutual 
and cut-rate companies with which they 
place business at a reduction in commis- 
sion dollars when someone questions the 
price of higher quality insurance ? 

“In some states the study shows that 
four out of five agents who represent 
bureau companies use cut-rate compa- 
nies for as much as 60% of their busi- 
ness. This is true in Michigan, Iowa and 


Missouri. Yet any reduction in com- 
mission by bureau companies would ap- 
parently be fatal. 

“Sometimes we wonder how such an 
agent justifies himself in placing his 
business. He must, first of all, be con- 
vinced that the cut-rate insurance is of 
satisfactory quality. Does he imply that 
when he sells the cheaper product he, 
as an agent, will render less service? 
How does he select those clients to 
whom he sells the less expensive cover- 
age? Is he being consistent ? 

Commission Incongruities 

“Why, in the graded scale of commis- 
sions, is a higher rate paid on a dwelling, 
where insurance must, in most instances, 
be purchased to protect a mortgage, than 
for a complicated industrial risk which 
requires all the skill and ingenuity the 
agent possesses?” Mr. Gallagher in- 
quired. 

“Why must an agent who writes busi- 
ness in a locality where experience has 
been good write twice as much business 
as an agent who lives in an area where 
losses have been severe and rates higher 
to make the same income? Why, we are 
asked, does an agent who lives, say in 
Jackson, Michigan and who sells a policy 
for $40,000 on a typical brick mercantile 
buil Iding, receive as his commission ap- 
proximately $150 while an agent in Jack- 
son, Tennessee who sells a like amount 
on an identical building receives $375? 

“Ts the countersigning fee earned or is 
it just a legal way of getting something 
for nothing? There was recently a case 
where an Illinois corporation owned a 
piece of property in Virginia. The cor- 
poration’s insurance manager knows his 
way around and asked why he should be 
expected to pay 10% of his premium 
to some agent in Virginia just for sign- 
ing his name. He was told that the Vir- 
ginia agent not merely countersigned the 
policy but that he stood ready and avail- 
able every day to render assistance, give 
information and to do whatever else in 
Heaven’s name might be needed. The 
insured might possibly have fallen for 
this except that when he got the policy 
it was countersigned in Richmond and 
the property insured was in Roanoke. 
Our mutual competition is handicapped 
by no such restriction. 

Unnecessary Expense 

“We are all guilty of unnecessary ex- 
pense. I should like to read two letters 
which recently came to my attention. 




















American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


























The first was received by a neighbor in 
the little village where I live. It reads— 

‘Enclosed is a renewal policy extend- 
ing the insurance on your dwelling for 
three years. This is just another exam- 
ple of the service this agency renders to 
its customers.’ 

“My neighbor was inclined to agree 
that it perhaps was an example of the 
agent’s service. He purchased the insur- 
ance three years ago and had never 
heard from the agent since. In the 
meantime he had built a room in the 
rear of his house and had increased the 
insurable value. But nobody seemed to 
care. He thought it was very 
service. The renewal policy was not 
satisfactory. 

Avoiding a Profit 

“Not content with adverse factors the 
business seems almost determined, come 
what may, to see that no underwriting 
profit will be rei ilized, especially in the 
property field,” said Mr. Gallagher, re- 
ferring to company actions. “It seems 
that if any line whatsoever begins to 
show a semblance of being profitable 
there is at once a veritable avalanche of 
deviation filings either reducing the 
rate—or broadening the coverage — or 
both. And if these expediencies are not 
feasible then the business has resorted 
to another guaranteed method of elimi- 
nating any profit—we have simply in- 
creased the commission. 

“This broadening of the coverage on a 
wide scale has been manifest particu- 
larly in the dwelling field where we 
now have many ‘package’ —— and 
where already we have found that water 
damage is practically an uninsurable 
peril at the present stage of our writ- 
ings. Then we add to the dwelling class 
provision for full cost of replacement 
when the cost is less than $1,000 and less 
than 5% of the amount of insurance. We 
therefore find ourselves like Aladdin of- 
fering new for old and finding many 
takers. 

“In the commercial property form we 
have, in some locations at | dem- 
onstrated either that our rates for indi- 
vidual perils are absurd or that we are 
securing entirely inadequate premium 
for the new controct It is not unusual 
to find that the total premium for this 
‘all-risk’ contract is less than the open 
stock burglary premium alone. 
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Give-Away Program 

“In Chicago $5,000 burglary coverage 
with the theft endorsement covering 
office contents takes an annual premium 
of $121.25. But we can add ‘all-risk’ 
including, of course, burglary and theft 
to a fire policy for an annual premium 
of $7.50. The difference between $121.25 
and $7.50 is considerable. 

“There is a plausible reason back -of 
all this. The theory, of course, is that 
by packaging the vz arious coverages we 
will get a better sel lection and a good 
spread of risk. We will, it is reasoned, 
collect burglary premium on many risks 
which are not now covered because ex- 
perience shows that burglary coverage, 
like water damage, has, in the aa _ 
purchased only by those who rather 
looked forward to a loss. I dor 
thus far, we are accomplishi 
set out to do. We are fading y that 
many applications for the commercial 
property form now being received rep- 
resent risks where hazard 








is particularly severe {1 num- 
ber of cases, written in the reign 
market 

“While all tl ‘ies have 


hese package pé lic 
a very definite and importan 
our business and indicat I t 
will unquestionably prevail it was unfor- 
tunate that the vagaries "of chance re 
sulted in their introduction at a most 
adverse time.” 
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Kings Co. Assn. to Meet 
The Kings County Brokers Associa- 
tion will hold its first general meeting, 
Tuesday, January 7 at 2 P.M. at Joe's 
Restaurant, 330 Fulton Street, Brooklyn, 
announces Edward Cirlin, president. _ 

Insurance brokers and agents are in 
vited to attend the luncheon, Mr. Cirlin 
said. Plans will be made then tor a 
public educational program and advisory 
service for brokers. 
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Combined Life-Property Sales Are 


Steadily Expanding Says Daenzer 


The pace of combined life-property 
sales is today definitely accelerating, 
Bernard Lf Daenzer, executive vice pres- 
ident of Wohlreich and Anderson, Ltd., 
of New York City, Four State Life 
Agency, Inc., and Gibraltar Fire and 
Casualty, stated when addressing a re- 


cent All-Industry meeting in Kansas 
City, Mo. In the personal lines field, he 
said, there is trend toward greater 


simplicity with new packaging and mass 


hniques, whereas in the 
field 
complexity 


marketing te 


commercial lines there is a trend 


toward greater with more 


complete surveys of life-property expo- 
sures and 
Mr Daenzer 
should be alert to 
ments if 
succeed. At the 


“multiple-multiple” 


more specialized tailoring. 


believes pre nlucers 


these new develop 


» continue to serve 


they are t 


and moment insurance 


education in the line 


era of combined life-property sales is 


needed for proper personnel is the in- 


dustry’s biggest problem. Telling how 


life companies started on planned mar 
public 


keting and proper analysis of 


and how this now is spreading t 
industry, Mr. Daen 


needs, 


all branches of the 


zer said: 
Aggressive Salesmanship 
“More recently, there has been a 
definite trend on the part of property 


and especially the 
adopt the 
companies in 


companies property 


life groups to sales techniques 
of the life 


expanding 


analyzing our 


markets and in finding the 
to do the 


public 


right man 
ing the 
the suburl 


best job of satisfy- 
needs. The emphasis is on 
an area and instead of a quiet 
real estate office with a ‘service man 
available’ attitude, the emp yhasis is on an 
aggressive professional salesman. 





“The postwar marketing men told 
story of a new kind of mass market with 
a uniformly high standard of living 


They point out dar Mr. Family Man 
with an income of well over a minimum 
of four thousand—who accounts fo~ 
three-fourths of the national income. H> 
usually owns his own home in_ th 
suburbs two, three or even 
children, some discretionary incom> 
but wants everything on a budget plan 

“We also learned that as far as this 
Mr. Family Man is concerned, insurance 


has 
has 


has always been ‘one.’ No distinction has 
been made between property and life. 
Studies indicate that he would prefer 


advisor for all coverages, 
contracts, and, above all, 
way to pay for the whole 


one insurance 
fewer policy 
convenient 
program. 


One Whole Insurance Program 


“The Homeowner campaigns certainly 
crystalized a lot of our thinking on this 
subject. Here was a contract specifical - 
ly designed to meet the needs of the 
mass family market. It made Mr. Family 
Man think of his whole insurance pro- 
gram. A large agent in Columbus, Ohio, 
who had been predominantly life in his 
operations, sent his men out with a 
complete sales presentation on the 
Homeowner package. To his surprise, 
in addition to a very successful Home- 
owner campaign, the men brought in 
twice as much life insurance as they 
normally would get under their quotas. 

The answer was simple. The sales 
presentation required that the producer 
speak to both the husband and the wife 
at home in the evening. It was a very 
natural transition to go from _ overall 
property insurance protection into in- 
come protection for the family mort- 
better overall life 


sage cancellation, a 


four 


insurance plan,” Mr. Daenzer stated. 
“The Family Automobile Policy, with 
medical payments and Automobile Death 
and Disability Benefits added, is cer- 
tainly a natural for transition to com- 
plete life and disability protection. In 
fact, it is interesting how the term 
family package is now used in life in- 
surance for the combination of life 
insurance on the father, the mother and 


the children; then you have the new 
Family Automobile Policy. Perhaps the 
new dwelling package on the drafting 
boards should be called the Family 


Property Package inetaall of Homeown- 
ers or Comprehensive Dwelling. It does 
not take too much imagination to put all 
three together, add a little bit more 
and come up with a complete Family 
Package of life, disability, direct prop- 


erty damage, third party liability, hos- 
pital and major medical. 
Package for the Home 
‘A lot of thought has been given by 


company men and agents to a package 
which would focus on the home: mort- 
gage cancellation term life insurance; 
accident and health insurance so that 
there would be disability income to pay 
the monthly mortgage and fixed charges; 
automobile insurance to protect the 
equity in the house; and of course the 
Homeowner package to replace the home 
or its contents in the event of loss or 
serious third party claim. 

“T am afraid that there is a_ basic 
mistake in having the insurance follow 
the home even in sales presentation 
thinking. It is like the mistake we made 
in having automobile insurance follow 
the car instead of the driver. Now it 
seems impossible to undo the standard 
contract with all of its ramifications. The 
person should be the base guide. People 
thought too long that fire insurance fol- 
lowed the home and was something sold 
by mortgage companies. The _ not-so- 
ereat secret is that the family unit is the 
focal center for all personal insurance. 

“An agent does not have to wait for 
some company-directed program. He can 
take the initiative himself and build a 
competitive package from the best com- 
panies. He can seek out the broadest 
and simplest basic packages at the low- 
est costs and put them together with 
a simple payment plan through his own 
bank,’ Mr. Daenzer observed. 


Wide Opportunities for Sales 


“In the Homeowner campaigns of re- 
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cent vintage, agent after agent, even in 
small communities, was found to have a 
thousand or more personal accounts in 
his office. A thousand personal accounts 
means just this in life terms; one out 
of eight families this year will buy 
ordinary life insurance; in other words, 
there will be about 125 policies for at 
least $15,000 in first year commissions 


alone. All professional aspects aside, 
this is certainly a very good “cash” 
reason for overall programing of per- 


sonal accounts. Someone is going to sell 
those ‘one out of eight’ people life in- 
surance in the next twelve months and 
it might as well be you. 


Trend 


“Let us take a look at the commercial 
lines trend and examine the paradox of 
that direction. The two trends are re- 
lated. If we follow this concept of 
better and better packaging in the per- 
sonal lines field, if we eliminate the 
details of handling countless small trans- 
actions, if overall packages and programs 
simplify the salesman’s tailoring job, it 
becomes quite logical that the well 
equipped professional agent can shift his 
greatest skills to the more detailed 
handling of intricate business insurance 
problems. How many times, years ago, 
did I hear agents complain that they 
were so tied down with the detail of 
small accounts that they could not give 
the attention needed to sew up properly 
the big accounts and service them on a 
permanent basis. 

“Survivai in the personal field requires 
concentration and aggressive selling. Yet 
the needs of the average family are not 
so complicated. There are a_ limited 
number of personal risks where difficult 
programming is necessary in the life 
field or the property field. Sometimes the 
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packages prove more effective than in- 
dividual handling. Look at the new life 
packages and some of the extras in- 
cluded. Look at the Homeowner pack- 
ages and all of the extra dividends 
included. 


Commercial Account Selling 


“One technique in making a commer- 
cial survey has been to take the balance 
sheet of a company and go down the 
column of assets one by one to make 
certain that everything is covered. This 
is definitely the time to consider human 
values when all the property values are 
analyzed. Perhaps the omission in so 
many cases is due to the fact that there 
is no specific item for human values in 
the financial statement of the company. 
Actuaily, the buildings, the machinery, 
raw materials and working capital would 
mean nothing without industrious em- 
ployees and intelligent management. The 
established worth of the human element 
is truly as much an asset as any prop- 
erty,” Mr. Daenzer stressed. 

“For over 20 years, survey forms for 
commercial risks have included business 
life insurance, accident and health, and 
group. For some reason, however, the 
death of a key man is not recognized as 
important as a fire loss or a casualty 
claim. Yet it has been calculated that 
the death of a key man is about six- 
teen times as great as the chance of a 
fire loss over a fifteen year period. Some 
very ingenious formulas have been de- 
vised to estimate the value of any indi- 
vidual whose special talents contribute 
in a substantial way to the flow of profits 
in a business venture. It merely means 
identifying the men, figuring the poten- 
tial loss and then recommending the best 
cover for life and, disability with proper 
consideration for payments methods and 
taxes, 

“In making a commercial property sur- 


vey of hazards, it is essential that the 
insurance advisor examine carefully the 
legal entity of the insured. He must 


evaluate exposures in the light of the 
legal consequences of the insured hap- 
pening to be a sole proprietorship, a 
partnership or a corporation. This is 
especially true in comprehensive general 
liability and workmen’s compensation. It 
is a “natural” to move right into the 
area of key man insurance and consider 
what will occur in the event of the death 
of the owner, a partner, a majority 
stockholder, an ‘officer or a key employee. 

“With 60% of the business in the 
United States still untouched according 
to a University of Illinois study, there 
is a moral obligation on the part of the 
insurance broker, agent or advisor to 
point out the needs of business life 
insurance to the client, his attorney and 
accountant. These last two are also in- 
volved because of some professional ob- 
ligations they also have to the insured. 
From a monetary standpoint, again, here 
is a bonanza for the producer. The aver- 
age premium is large and a lot easier to 
collect. 


Group Insurance 


“In this trend to more and more com- 
plete commercial programming, there 
is no area which is ‘hotter’ than group 
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insurance. The merging of life and prop- 
erty sales in the group field has poten- 
tials which are staggering and, to some 
people, very frightening. 

ak life insurance, 
accident and health, hospitalization, ma- 


The group buying of 


jor medical and retirement income is an 
accomplished fact. Many large em- 
ployers feel that their people are not 
properly informed on property insurance 
and have not been ‘reached’ by insur- 
ance producers. They feel that the group 
means cost savings, simple 
salary deductions, package programming 
and good public relations. They feel 
that a minimum group property plan 
could provide a base upon which the 
individual could build a more adequate 
program with individual policies—just as 
he does in life insurance. They point 
to the way ordinary life insurance grew 
at the same time as company group 
spread. 

“To the contrary, 
out that, in 
barriers, 


technique 


it should be pointed 
addition to a lot of legal 
there are a number of factors 


which make ‘true’ group insurance more 
difficult in the property field. The 
property and casualty exposures of in- 


dividuals are more varied and therefore 
the group is more heterogeneous. There 
are a greater number of problem risks 
in fire and casualty, especially in the 
automobile lines—to put it mildly. There 
is a greater frequency of complicated or 
highly controversial claims. 

“Finally, personal lines producers are 
not going to be happy with the compari- 
son of the growth of ordinary life co- 
incident with group. A base property 
package may prove to become the total 
property insurance of the employee. In 
any event, there certainly is an obliga- 
tion on the part of the insurance ad- 
visor who is handling an entire com- 
mercial account to consider the needs of 
the employees of a firm from the stand- 
point of both life and property cov- 
erages.” 


Greater Washington 
Field Club Organized 


An organizational meeting of the fire 
and multiple lines fieldmen domiciled in 
Washington, D. C., was held December 
17 and in line with preliminary arrange- 
ments, a new Greater Washington In- 
surance Field Club was formed with the 
following officers: 

President, Harold W. Osterlund, man- 
ager, Travelers; vice president, Charles 
V. Gordon, state agent, Aetna Casualty 
& Surety; secretary, George P. Schultze, 
manager, Home Insurance Co. and treas- 
urer, Everett W. Martin, special agent, 
Hartford Fire. 

The nominating committee in its re- 
port called attention to the fact that 
it was putting in nomination fieldmen 
with experience in field club work in 
order to get the new club organized. 
In succeeding years it is the intention of 
all parties that the younger men be 
brought into active participation by 
serving as officers. 

Greater Washington Insurance Field 
Club has as its territory those men 
domiciled in Washington, D. C.; Mont- 
gomery and Prince George Counties in 
Maryland; Arlington and Fairfax Coun- 
ties and the city of Alexandria in Vir- 
ginia. 


FRAZIER SECURITY MANAGER 

Charles B. Frazier has been appointed 
manager of the Rockford, Ill. branch 
office of the Security- Connecticut Com- 
panies of New Haven. The Rockford 
office will provide complete facilities for 
all lines of fire and casualty insurance, 
including bonding, for agents in north- 
ern Illinois outside of the Chicago area. 
Mr. Frazier, a native of Illinois and a 
graduate of Amundsen high school in 
Chicago, is returning to the state after 
five years as a state agent for the Se- 
curity in Kansas. Prior to joining Se- 
curity, Mr. Frazier was a special agent 
for the Aetna Fire Group, also in Kansas. 








NBFU 25-YEAR CLUB MEETS 


Daisy Rankin Elected President; Meet- 
ings in New York, Chicago, San 
Francisco; 92 Members in Club 
Daisy Rankin has been elected presi- 
dent of the Twenty-Five Year Club of 


the National Board of Fire Under- 
writers. Miss Rankin is chief of the 
loss record division of the Actuarial 
Bureau in New York. 

In addition, three vice presidents— 


one each from the New York, Chicago 
and San Francisco offices of the Na- 
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tional Board—were elected. They are: 
Everett W. Fowler, director of codes 
and standards of the fire prevention 
and engineering standards department, 
New York; William C. Braun, chief of 
special agents, Chicago; and Jay W. 
Stevens, assistant manager of the San 
Francisco office. 

Lillie McAndrews, law department, 
New York, was re-elected secretary. 

Luncheon meetings of the club were 
held in Chicago, New York and San 
Francisco. 

Three new members, who became eli- 
gible on the completion of 25 years 
service with the National Board during 




















the past year, are: Antonio Aurigemma 
of the arson department, New York; 
Herbert C. Watson of the arson depart 
ment, Denver, Colo., and Mrs. Marion 
Wolfe of the fire prevention and engi- 
neering standards department, New 
York 

The Twenty-Five Year Club now h: 
92 members, 62 of them affiliated 
the New York office, 19 with Chic: 


and 11 with San Francisco 

Wilbur E. Mallalieu was president of 
the club at the time of his death on July 
27. For 40 years he had been general 
manager of the National Board and had 
been with the National Board 50 years 
when he retired on December 31, 1950 
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REHEARING IS DENIED 


U. S. Supreme Court Turns Down New 
Orleans Agents’ Request to Reopen 
Boycott Case 
The U. S. Supreme Court last week 
denied the request of the New Orleans 
Insurance Exchange for a rehearing of 
the government antitrust charges of 
which the exchange has been found 

guilty. 

The government action, instituted un- 
der the so-called 
clause of Public Law 15 


“boycott, coercion or 
intimidation” 
contended that the exchange had vio- 
lated the Sherman Act by “monopoliz- 
ing” the sale of fire and casualty insur- 
ance in the New Orleans area. A Fed- 
eral District Court in Louisiana upheld 
these charges, the exchange appealed 
directly to the Supreme Court and the 
Supreme Court affirmed the lower court 
ruling without a hearing. 

The exchange then urged the high 
court to reconsider its decision and to 
hear this case along with the two Fed- 
eral Trade Commission deceptive ad- 
vertising cases now on its docket, in or- 
der that a clear interpretation of the 
McCarran Act might be handed down. 

The exchange, arguing that state In- 
surance Commissioners should be re- 
lieved of the confusion created by con- 
flicting decisions, was backed in_ its 
request by the attorneys general of 
Louisiana and Texas, who filed “friend 
of the court” briefs. 


Cliff C. Jones, Jr., Pres. 
Kansas City C. of C. 


Cliff C. Jones, Jr., has been elected 
president of the Kansas City, Mo., 
Chamber of Commerce. Mr. Jones, who 
is a vice president and director of R. B. 
Jones & Sons, Inc., is the second mem- 
ber of his family to be elected to this 
honor. His uncle, Morton T. Jones, 
chairman of the board and managing 
director of the agency, was president 
of the chamber in 1941. 

Cliff Jones, Jr., who is 38 years of 
age, is the youngest president ever 
elected to this office in Kansas City. He 
has been with the agency on the produc- 
tion staff since returning from Naval 
Service in World War II, as a lieutenant 
in the USNR. 

His father, Cliff C. Jones, Sr., presi- 
dent of R. B. Jones & Sons, Inc., is 
widely known in the industry, having 
been president of the National Associa- 
tion of Insurance Agents, and the Na- 
tional Association of Casualty & Surety 
Agents. . 


Some Inland Commissions 


Reduced in New York 


Several stock insurers are planning to 
rescind inland marine commission in- 
creases as of January 1 in the New York 
City area. Brokerage commissions on 
seme lines will be reduced to 15% from 
20%. The higher figure was established 
about two years ago. The lower rate is 
said to apply to personal lines, including 
parts of Homeowners’ policies and Com- 
prehensive Dwelling Policies. 


Reardon Heads St. Louis 
Agents and Brokers 


John A. Reardon, president of John 
J. Reardon, Inc., was elected president 
of the Associated Insurance Agents and 
Brokers of St. Louis, Inc., for 1958 at 
the recent annual meeting. Other of- 
ficers selected are: vice president, Wil- 
liam Dietz, Hartwig-Dischinger Realty 
Co.; treasurer, Edward C. Wagner, Jr., 
Edward C. Wagner Co., and secretary, 
Ray R. Dolan, Jr., The Dolan Company. 

the new officers and directors will 
be installed at a banquet January 30, at 
the Coronado Hotel, at which the guest 
speaker is to be William Crandall, St. 
Louis manager, Aetna Insurance Group. 
His subject will be: “1958—A Year of 
Challenge to the Insurance Industry.” 


New York Agents Meet 
At Syracuse May 4-6 


The New York State Association of 
Insurance Agents will hold its 1958 an- 
nual meeting May 4-6 at the Hotel Syra- 
cuse in Syracuse, N. Y. Harry Lown of 
Batavia is convention program chair- 
man, The convention committee, com- 
posed of members of the Onondaga 
County Association who so successfully 
handle convention details each year for 
1,000 agents and company representa- 
tives, is reported as already at work on 
this 1958 gathering. 


Holahan President of 
Monroe County Agents 


James J. Holahan was elected presi- 
dent of the Insurance Agents Associa- 
tion of Monroe County at the annual 
meeting last week in Rochester, N. 
He will succeed Edwin V. Foster at the 
installation meeting in January. 

Elected vice president last week was 
Hartley G. White, with Bertram R. 
Hershberg treasurer. Reappointed ex- 
ecutive secretary for the 32nd consecu- 
tive year was Louis Hawes. 

New directors chosen were Charles H. 
Kendall, Lester H. Leonard, Rolla D. 
Patton, Jr., and Robert F. Mabry. 


Kentucky Warns Agents 
On Unlicensed Cos. 


Any Kentucky insurance agent placing 
business through an unlicensed company, 
broker or agent, without prior approval 
by the Commissioner of Insurance, will 
be cited to appear to show cause why 
his license should not be revoked, C. P. 
Thurman, Commissioner of Insurance, 
states. 

Mr. Thurman’s warning was made 
after he received information that an 
office in Phoenix, Ariz., had circularized 
Kentucky agents offering to write “hard- 
to-place business for Kentucky agents.” 

Commissioner Thurman also wrote the 
commanding general at Ft. Knox, Gen- 
eral John L. Ryan, Jr., urging that the 
Arizona organization not be permitted 
to solicit insurance on the post. 


Magnuson, Kolodny N. Y. Directors 


Two 1957 members of the board of 
directors of the New York State Asso- 
ciation of Insurance Agents are Charles 
B. Magnuson of Jamestown and H. 
Lewis Kolodny of Monticello. Both were 
elected for three year terms at the Mz Ly 
convention of the association held in 
Syracuse and both have had interesting 
careers in the insurance business and 
prior to entering the insurance business. 

Mr. Magnuson was born in Jamestown, 
N. Y. in 1924. He was educated in 
Jamestown public schools and Prep. 

School of Tennessee Military Institute. 
After three years with U. S. Navy there 
followed a three year course at the Uni- 
versity of Buffalo School of Business 
Administration and Agency School of 
the General Accident Corp. of Phila- 
delphia, Pa. 

Mr. Magnuson then became associated 
with his father in the general insurance 
business, later purchasing two agencies, 
consolidating them into the existing 
agency, of which he is now the owner. 

He also has been active in civic and 


church affairs having been president of 
the Jamestown Fire & Casualty Under- 
writers’ Association; publicity chairman 
for the Cancer Crusade and chairman of 
the Red Cross Speakers’ Bureau. He is 
a member of the American Legion, Mt. 
Moriah F. & A. M. and of the F. O. 
Eagles. He organized and was director 
of the American Legion Male Chorus, is 
a soloist and choir member of the First 
Lutheran Church. 

H. Lewis Kolodny entered insurance in 
April, 1939 in the employ of Max H. 
Rhulen and became a partner in the 
agency in April, 1945. Mr. Kolodny was 
born in Martinsville, Va. He was em- 
ployed as an accountant from September, 
1935 to April, 1936. — he worked for 
Colonial Beacon Oil € 

He is active in mz any organizations— 
Jewish Community Center (past member 
board of directors) ; YM and Y 0 of 
Sullivan County (past president); Falls- 
burg Masonic Lodge +1122 F & AM 
(past Master); Kiwanis Club of Monti- 
cello (past president and past It. gover- 
nor of Hudson River Division). 
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Committee Appointments 
Of Mutual Agents’ Assn. 


Committee appointments for the com- 
ing year recently made by President 
Claude P. Coates of Ft. Worth, Texas, 
are released by the Washington office of 
the National Association of Mutual In- 
surance Agents. President Coates served 
as chairman of the executive committee, 
and he has appointed as other members 


of that committee, Henry D. Bean, Had- 
donfield, N. J.; Al H. Field, Hickory, 
NOC. John Keyser, Kalamazoo, Mich. ; 
Ralph A. McCool, Memphis; John “sd 
Parsons, Syracuse, N. Y.; Harry E. 
Uhler, Baltimore, Md., W. Frank Wood, 
Cleveland, Miss.; Ralph B. Williams, 
Kansas City; E. F. High, Columbus, 
Ohio; Augustus Preble, New Haven, and 
Don ‘Hummel, Oakland, Iowa. 

Chosen to serve on the company- 
agents advisory conference committee 
were eight of NAMIA’s past presidents, 
plus a past president of the New York 
Association, the current president of the 
North Carolina Association and a past 
president of the West Virginia Associa- 
tion. Included on the committee are: 
Earl A. Lamb, New York City; Chas. 
M. Boteler, Washington, D. C.; Ben- 
jamin G. Sager, Cleveland; C. Goodman 
Jones, Bluefield, — Va.; Harry. 
Uhler, Baltimore; Joe L. Norton, Char- 
lotte, N. C.; J. F. Montgomery, Jackson, 
Miss.; Emmett Thompson, St. Louis; 
Henry D. Bean, Haddonfield, N. J., past 
president of the N. J. Association; John 
R. Chappell, Jr., Richmond, Va.; R. E. 
Hill, Chattanooga, and John C. Parsons, 
Syracuse, N. Y. This committee works 
with a comparable group of company 
executives as a supervisory body over 
four sub-committees, dealing with ad- 
vertising and selling, public relations, 
education and agency management. 

Benjamin G. Sager, CPCU of Cleve- 
land, Ohio, was reappointed as national 
councilor of the Chamber of Commerce 
of the U. S., and as chairman of the 
national affairs committee as well as the 
errors and omissions insurance commit- 
tee. 
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45 INA Agents To Go 
To “Disneyland,” Calif. 


AS GUESTS OF THE COMPANY 


Agents Will Explore the Role of Insur- 
ance in Furthering American 
Family Security 





Forty-five independent insurance 
agents and their families from 30 states 
will go to “Disneyland,” California, as 
guests of Insurance Company of North 
America Companies, John A. Diemand, 
president, has announced. 

Together with company officials and 
prominent laymen, the agents and their 
families will take part in a conference 
it “Disneyland” January 9-13 to explore 
the role of insurance in furthering Amer- 
ican family security. 

Random selection of the agents was 
made at INA’s headquarters in Phila- 
delphia December 10 by Frank Blair, 
nationally known radio and TV news 
commentator. 


Diemand on Conference 


North America is convening the con- 
ference, Mr. Diemand said, “so that we 
as a company can learn from the agents 
the security wants and needs of Amer- 
ica’s families.” 

He explained, “Through their daily 
contacts with families, the independent 
agents are in the best possible position 
to supply us with the information we 
seek. We want to learn from them.” 

Having built a high standard of living, 
“America’s families want to protect the 
possessions they have acquired through 
their enterprise,” Mr. Diemand = said. 
“They want security, and as insurance 
men it is our duty to provide that se- 
curity.” 

North America chose “Disneyland” as 
the site for the conference, Mr. Diemand 
said, “because, perhaps more than any 
other place, it symbolizes the family 
happiness and security we want to in- 
crease through modern, enlightened in- 
surance practices.” 


Names of Agents 
The 


agents who wil go to “Disneyland” are: 
O. Dean Ames, Byron Reed Company, Inc., 
Omaha, Neb.; William H. Brantley, Cobbs, Allen 
& Hall, North Birmingham, Ala.; David E. 
Brightbill, Brightbill Insurance Agency, Harris- 
burg, Pa.; Elmer A. Bruns, Bruns & Mitchell 
Insurance Agency, Havana, III. 

Also Clifford D. Calvert, Wayne, Pa.; Mrs. 
Gloria Carmichael, C armichael Insurance Agency, 
La Mesa, Calif.; Edward B. Carter J. A. Mont- 
gomery, Inc., W ‘ilmington, Del.; Jack B. Cooper, 
Lawson-Cooper, Inc., W ilmington, Del.; E. W. 
Clarke, Gardner, Clarke & Sullivan, Oklahoma 
City, Okla. 

Also Albert Rees Davis, Albert Rees Davis 
Company, Cleveland, Ohio; "William A. Eppright, 
Haddon "Heights and Camden, N. J., Richard 
E. Erwine, Barclay-Brooks Agency, Steubenville, 
Ohio; Mrs. Dorothy H. Evers, Ernest A Becker 


Agency, North Hollywood, Calif.; Harry O. 
Finch, Harry O. Finch Agency, Stewart Manor, 
Garden City, N. Y.; Fred L. Forrest, Conway 
Agency, Waseca, Minn. 

Also Richard C. Green, Sorensen-Garrett In- 
surance, Bellingham, Wash.; Paul O. Grodt, 
Paul O. Grodt Insurance Agency, West Des 
Moines, Iowa; Robert Carl Haeger, Langan, 
Haeger, Vincent & Born, Inc., Wheaton, IIl.; 
James W. Hanlon, Harrison, N. J.; Joseph I. 
Hoch, Harrington-Hoch, Inc., Richmond, Ind.; 
Lee H. Hunt, C. M. Hunt Company, Nashville, 
Tenn. 

Also Lee A. Johnson, Johnson Insurance 
Agency, Grand Rapids, Mich.; Clarence G. 
Koerber, Black & Koerber, Port’ Huron, Mich.; 
Carl W. Lawsoa, Carl Lawson Insurance, 


Gainsville, Ga.; Yancey P,. Lewis, Yancey Lewis 
Insurance Agency, Prescott, Ariz.; Franklin P. 
Liberty, Franklin, N. H.; J. Ray McAuliffe, 
Allegany Underwriters, Inc., Allegany, N. Y., 
Paul T. McGrady, Van Schaak & Company, 
Denver, Colo.; Dan F. Moody, J. D. Rudd, 
Sons & Co., Owensboro, Ky. 

Also Roy J. Peoples, R. P. Dunty Insurance 
Agency, Lake Placid, Fla.; Duane O. Petersen, 
Petersen Insurance Agency, Fillmore, Utah: 
Robert George Petri, Petri Insurance Agency, 
Fond du Lac, Wis.; Edward J. Reardon, Thomas 
McGee & Sons, Kansas City, Mo.; Melvin W. 
Ripley, Inland Agency, Inc., Mays Landing, 
N. J.; Arthur M. Roberts, Goodfellow-Ashmore, 
Danbury, Conn.; Charles W. Roberts, Andrews 
Insurance Agency, Andrews, Texas; M. Edward 
Rudler, Gelvin, Jackson & Starr, Meadville, Pa. 

Also Mrs. Helen Tall, Baltimore; Clayt Tall- 
man, Tallman & Company, Flint, Mich.; Owen 
H. Ward, Williams, Bowker & Ward, Inc.. 
Sacramento, Calif. ; Robert S. W ebb, R. Stanford 
Webb Agency, ‘Asheville, N. C.; ames 
Whitaker, Beidler & Bookmyer, Inc., Philadel- 
phia; Louis H. Wilson, Louis H. Wilson Agency, 
Wellington, Ohio: William J. Yates,  Os- 
sining, N. Y.; Ronald M. Zschau, Partridge- 
Zschau Insurance Agency, Millers Falls, Mass. 


N. Y. UNDERWRITERS CHANGES 





Johnson Resident Secretary in Atlanta; 
Stoddart and Ulrich Secretaries at 
the Home Office 
New York Underwriters Insurance Co. 
announces election of C. E. Johnson as 

resident secretary in Atlanta and B. 

E. Stoddart and L. D. Ulrich as secre- 
taries in the home office in New York 
City. 

Mr. Johnson was employed in 1926 and 
was sent into the north Texas field as a 
special agent in 1932. Subsequently, he 
was state agent in Oklahoma and North 
Carolina. In 1952 he was transferred to 
Atlanta as executive special agent. He 
will supervise production activities in the 
Southern department. 

Mr. Stoddart entered the employ of 
the company after graduation from Yale 
University in 1939. Upon his return 
from service in the United States Army 
from which he was de-activated as a 
captain he was given special training 
before being sent into the field. He 
served as special agent in Kentucky 
from 1947 to 1950 and as state agent in 
Kansas from 1950 to 1954. In 1954 he 
was elected assistant secretary. He is in 
charge of the automobile and inland 
marine departments. 

Mr. Ulrich joired the company in 1928 
after completion of studies at Columbia 
University. Following training in the 
home office, he became special agent in 
Michigan. In 1941 he was transferred 
to Indiana as state agent, in 1951 to St. 
Louis as manager of that office, and in 
1953 to Chicago as executive special 
agent. He was elected assistant secre- 
tary in 1956. He supervises the special 
risk and brokerage departments. 


Muir Succeeds Fleming 
As Mutual Bureau Mer. 


The governing committees of the Mu- 
tual Insurance Rating Bureau and the 
Mutual Insurance Advisory Association 
announced that they have acceded to 
the request of Frank A. Fleming for 
retirement as of December 31. Mr. Flem- 
ing has served as general manager of 
Mutual Insurance Rating Bureau since 
its formation in 1929, and has also oc- 
cupied a similar position in Mutual In- 
surance Advisory Association since its 
organization in 1946. 

The governing committee of the rat- 
ing bureau has elected Joseph M. Muir 
general manager. He has been secretary. 
Kenneth J. Jones, now assistant secre- 
tary, has been appointed secretary. 
Philipp K. Stern has been advanced from 
assistant actuary to actuary, and 
Nathan S. Cornell has been appointed 
assistant secretary. 


The advisory association governing 
committee has designated Mr. Muir as 
acting general manager. Clyde H. 


Graves, who has been actuary, has been 
appointed assistant manager and Philipp 
K. Stern has been advanced from assist- 
ant actuary to actuary. Herman Shwide 
has been appointed secretary. 


Mr. Muir came to the New York of- 
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WALTER W. REED ADVANCED Elected Director of 


Continental: Ins. Co. 





Deputy Underwriter of American Hull 
Insurance Syndicate; Went With 
Organization in 1945 
Walter W. Reed has been appointed 
deputy underwriter of the American Hull 


Insurance Syndicate, it is announced by 


Clifford G. Cornwell, chairman of the 
board of managers. 
The syndicate is the principal Amer- 


ican market for hull insurance on ocean 
fleets owned in thhe United States and 
abroad. Most insurance companies doing 
an ocean hull business in. the United 
States are members of the syndicate. 

Mr. Reed has been with the syndicate 
since 1945. He became an assistant 
underwriter in 1954. A graduate of Har- 
vard University, class of 1941, Mr. Reed 
began his insurance career with the 
Navy Builder’s Risk Syndicate. After 
three years service in the U. S. Army he 
spent a year with the Tugboat Syndicate 
before joining the American Hull Insur- 
ance Syndicate. 





PAL Christmas Toys 


From Home Employes 

James B. Nolan, executive director of 
the Police Athletic Le: gue, assisted by 
three young members of PAL, on De- 


ALBERT R, 


JUBE 


Albert R. 


Jube, partner in the law firm 


cember 20 accepted from members of the of Chamberlin, Kafer, Wilds & Jube, 
59 Maiden Lane Club, employe organi- New Vork City. was elected a director 
zation of the Home Insurance Co, a of the Continental Insurance Co., mem- 
large contribution of toys, dolls and ber of the America Fore Loyalty Group, 
children’s games. on December 19. are 

_ Mary Famma, aged 9, of 151 _ Mott Mr. Jube was born in New York City 
Street; John Tam, aged 9, of 75 Baxter and received his B.S. degree from Am- 
Street, and Michael Falco, aged 10, of  jyerst College. He attended the Columbia 


87 Baxter Street, were PAL members 
who assisted Mr. Nolan at the presenta- 


and received his LL.B. de- 
School in 


Law School 
gree from the New York Law 


tion ceremonies at The Home’s head 1913. He was admitted to the New York 
office at £9 Maiden Lane, New York jar Association in 1913 and the New 
City. . ; Jersey Bar Association in 1917. 

On Christmas Eve the toys—averaging ~~ \y. Jube is chairman of the executive 


one or mor2 for each Home employe-— 
will be presented to the children of New 
York City at various precinct stations 
throughout the city. 


committee and a director of Collins & 
Aikman Corporation, He is a director 
and a member of the executive and 
finance committees of the Firemen’s of 
Newark, N. J., member company of the 
America Fore Loyalty Group. He is 
also a vice president, director and mem- 
ber of the executive committee of the 
National State Bank, Newark. He is a 
trustee of the U. S. Savings Bank, New- ‘ 
ark, and a director of Bush Terminal 
Building Company, and McGraw-Edison 
Company. 

Mr. Jube is a member of the American 





fice of the American Mutual Alliance 
from the Ocean Accident and Guarantee 
in December, 1927. He joined Mutual 
Insurance Rating Bureau at its organi- 
zation in 1929 and for many years has 
been secretary. He will assume his new 
duties January 1. 

















Bar Association, the New York Bar 
Association, the Bar Association of the 
City of New York and the New York : 
PRITCHARD AND BAIRD County Lawyers Association. 
REINSURANCE 
— BRONX BROKERS’ PARTY 
and Intermediaries The Bronx Insurance Brokers Asso- 


Consultants 


Fully prepared through long experience to intel- 


the best. 








ligently serve those Underwriters who demand 


“WE ARE WHAT WE DO" rn teatsiletaiameeatie 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 



























annual 
dinner at 


ciation held its 


Christmas party 
December 19 with a 


Mayers 


Parkway Restaurant. Christmas gifts 
were distributed by Salvatore Zabbia, 
treasurer, who dressed as Santa Claus. 
Dancing ‘followed the dinner. Decora- 


tions were by John Aubeck, Home Insur- 
ance Co, Lee H. Whitestone and Murray 
Berns were in charge of arrangements 


FIREMAN’S FUND DIVIDEND 

The Fireman’s Fund has declared a 
Quarterly dividend of 45¢ a share on the 
capital stock of the company, payable 
January 15, to stock of record December 
27. 
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Move to Merge Two 
Kemper Group Cos. 


ANNOUNCED BY J. S. KEMPER 
Federal Mutual Would Absorb Ameri- 


can Farmers; Currently Licensed 
in 33 States, D. C 

Policyholders of American Farmers 
Mutual Insurance Co. and Federal Mu- 
tual Insurance Co., two divisions of the 
Kemper Group, were requested to con- 
sider a proposed merger of the two 
companies. Federal Mutual policyholders 
at a meeting in company’s Boston home 
office on December 19 acted on the 
merger proposal. Policyholders of Amer- 
ican Farmers were invited to a meeting 
in Chicago the following day. 

Upon approval of the merger, the 
surviving company will continue the cor- 
porate existence of American Farmers 
and will retain the name of Federal Mu- 
tual Insurance Company, with executive 
Hobe in Decatur. 

The new company would take over 
all assets, property and claims of the 
two companies. It is proposed that the 
new company be licensed in 33 states 
nd the District of Columbia, areas in 
which one or the other companies cur- 
rently is licensed 

\s of December 31, 1956, assets of the 
two companies totaled $6,931,305, surplus 
to policyholders totaled $3,072,004. Net 
premiums written by the two companies 
in 1956 totaled $10,587,119. 

In a letter announcing the proposed 
nierger to policyholders, Chairman James 

“Business of the pres- 


nization is prin- 





S. Kemper said: 
ent Federal Mutual or 
lly fire, extended coverage and auto- 











clips 
mobile physical damage insurance in the 
New England and Atlantic Seaboard 
states. Practically all of the business is 
in states where American Farmers is 
not active so the operations of both com 
panies complement each other 

“The combination would produce 
greater diversification of bus siness by 
territory and by classification. It would 
result in certain economies throug! 
spreading the basic costs of record- 
keeping, licensing fees, statistics and 
tax returns over a larger volume of 
bus in ess 


Would Permit Multiple Line Business 
Mr. Kemper pointed out that the new 
Federal Mutual organization would be 
enabled to write all of the kinds of in- 
surance permitted to a multiple-line com- 
pany—fire, casualty and surety. 

“The proposed merger would involve 
no disturbance in a practical way with 
th 1 of two companies or 
agents. The New 
will continue to be 
the Boston office,” Mr 





handled through 


Xemper pointed out. 


AFIA Changes in 
South American Field 


Due to increased activities of South 
\meric an operations, President James 
©. Nichols of the American Foreign In 
surance Association announces the fol 
lowing changes: 


The former supervisor for AFIA it 
Chile, Joseph B. Weimert, has been ap 
pointed manager for Venezuela. Another 
appointment has been that of David A 
Walsh, previously manager for Pakistan, 
who has now become resident inspector 
for the British West Indies, with offices 
in Port-of-Spain, Trinidad. Mr. Wals! 
re places Everard H Lee, who has taken 





‘ Mr. Weimert’s position in the 
AFIA Santiago de Chile office 

Former manager for AFIA in Hong 
kong, Bowdre P. Mays, IJr., has been 


transferred to Bogota, Colombia, to 
serve as manager of AFIA’s operations 


in that country, 


Doti Vice President of 
United States P. & I. 


Joseph E. Doti has been elected vice 
president and secretary of the United 


States P. & I. Agency, Inc., of New 
York, effective January 1. He will suc- 
ceed Stanley E. Boughton who is retir- 
ing after 32 years’ service. 

Mr. Doti, who was formerly manager 
of the personal injury department, is a 
graduate of Fordham University Schoo! 
of Law and has been a member of the 
New York Bar since 1937. He is also 
a member of the Maritime Law Asso- 
ciation, the Empire State Chapter of the 
Federal Bar Association and The Pro- 
peller Club of the United States. He 
we as an officer in the U. S. Coast 
Guard during World War ITI. Mr. Bough- 


ton plans to make his home in Florida 


Glens Falls Appoints 
Bryant to New Post 

The Glens Falls has named Richard 
M. Bryant as superintendent of the 
home office engineering audit depart- 
ment. He was employed by the Glens 
Falls in 1949, and was enrolled in the 
company’s training program for inspec- 
tor-auditors. He was assigned to the 
Pittsburgh office as inspector-auditor on 
October 22, 1951, and served there until 
August 26, 1953 at which time he was 
advanced to supervisor and transferred 
to the Atlanta, Ga., office. 

\ graduate of the Centerville, Towa, 
High School, Mr. Bryant received his 
mechanical engineering education at 
Stevens Institute of Technology in Ho- 
boken, N. 


100,000 Copies of Xmas 
“Record” of Fund Cos. 


he December issue of “The Record,” 

eneral interest magazine of The Fund 
Insurance Companies, has scored the 
heaviest in its history as a good-will 
builder, according to reports reaching 
Fireman’s Fund. The Christmas number 
also chalked up a new high in circula- 
tion, nearly 100,000 copies having been 
printed. 

The reason for such results is believed 
due to the non-commercial <spect of the 
Christmas issue. No ads were carried, 
though the producer’s imprint appeared 
under his Christmas and New Year’s 
greetings. Other than the greetings, the 
entire Christmas issue was devoted to 
“The Story of Jesus” in present-day 
Simply, strikingly designed, 
The Record, in addition to its text, car- 
ried eight full-page illustrations in full 
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ZURICH APPOINTMENTS 


Duncan Ass’t Superintendent of Fire 
Dept.; Stephens Named Inland 
Marine Underwriter 
Two additions to the head office staff 
in Chicago have been made by the 
Zurich-American Companies. Appoint- 
ment of George N. Duncan as assistant 
superintendent of the fire department 





GEORGE N. DUNCAN 


Was announced by Brady Goldsmith, 
superintendent of fire. George T. Ste- 
phens, Jr., is named inland marine un- 
derwriter as announced by Raymond 
Hedges, supervisor of inland marine. 

Mr. Duncan’s background includes 28 
years of insurance underwriting, produc- 
tion and administration with the Con- 
tinental Casualty Companies and_ the 
General America Companies, Seattle. He 
attended the universities of Idaho and 
Southern California and has taught 
classes for the Insurance Societies of 
New York and Washington. 

Mr. Stephens, formerly a marine un- 
derwriter for the Aetna Casualty and 
Surety, has also spent a portion of his 
12 years of insurance experience in the 
field. He attended the University of II- 
linois and completed insurance studies 
sponsored by the Chicago Board of 
Underwriters. 





FIRE INLAND MARINE 


FRANK J. ROGERS AGENCY, INC. 


45 JOHN STREET 


Telephone Nos. Digby 9-1736-7-8-9 


Multiple Line Facilities 
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NEW YORK CITY 


CASUALTY 





OCEAN MARINE 


NEW YORK 38, N. Y. 


COUNTRY-WIDE 


AUTOMOBILE 








FUND BUILDING REMODELED 


Historic Building on California Street, 


San Francisco, Now Houses Branch 
Office, Marine Department 

The newly remodeled, historic 401 
California Street building of Fireman’s 
Fund Insurance Co. in San Francisco 
was reopened December 16. The build- 
ing houses the 125 staff members of 
The Fund’s San Francisco branch office 
and Pacific ocean marine department 
that service metropolitan broker and 
agent representatives of the company. 
Until last June, the structure and several 
adjoining buildings were occupied by 
The Fund’s home office and Pacific de- 
partment. They were moved at that time 
into spacious new quarters on Laurel 
Heights. 

It was in 1867, four years after the 
founding of the Fireman’s Fund, that 
the organization moved into its first 
building on the California and Sansome 
Streets corner. The building was de- 
scribed then as “elegant and_ iron- 
fronted, supported by foundations con- 
sisting largely of ballast from ships.” 

The fire and earthquake of 1906 com- 
pletely gutted the structure, which sub- 
sequently was rebuilt. The present struc- 
ture was completed and occupied in 1915 
and the present remodeling is the first 
extensive changes made since that date. 

Stuart D. Menist is manager of the 
San Francisco branch. Granville E. 
Libby heads the Pacific ocean marine 
department operations. 


CHARLES E. SWAN RETIRING 


America Fore Treasurer Has Been 
62 Years With Group; Director of 
Niagara, Fidelity & Casualty 
The America Fore Insurance Group 
announces the retirement of Treasurer 
Charles E. Swan effective January 1. 
In active service since 1895. a total of 
62 years, his retirement completes a 
long career in the insurance industry. 
A life-long citizen of Brooklyn, Mr. 
Swan began his insurance career in 1894 
and in 1895 joined the Phenix Insurance 
Co. of Brooklyn as a clerk in the loss 
department. In 1910 when the Phenix 
merged with the Fidelity Fire of the 
America Fore Group to become the 
Fidelity-Phenix Fire Insurance Co., Mr. 
Swan was named cashier and in 1921 

auditor. 

He became treasurer of the fire com- 
panies of the group in 1924 and treasurer 
of all companies of the group in 1932. 
Mr. Swan was also a director of the 
Niagara Fire and the Fidelity & Casu- 
alty of New York, member companies of 
the group. 

fe is a member of the Insurance 
Society of New York and the Kings 
County Lodge, F. & A. M. 


Royal-Globe Glee Club 


Gives Christmas Program 

The Royal-Globe Glee Club presented 
its annual Christmas program on Tues- 
day, December 24. A public address sys- 
tem carried it to the area surrounding 
the group’s 150 William Street build- 
ing. The choristers also sang in the 
metropolitan department on the first 
floor, and in the executive department 
on the 18th floor. 

The Glee Club is under the direction 
of John Parella. Accompanist is Thomas 
D. Russo; soloists are Mary Evelyn 
Jungling and Donald N. Hammond. 
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Standard Accident 
Honors D. M. Ferry, Jr. 


PLAQUE UNVEILED AT H. O. 


Commemorates 50 Years as Company 
Director; Still Active, Was Presi- 
dent (1925-36); Gifts to Detroit 


A bronze relief plaque commemorat- 
ing Dexter M. Ferry, Jr., a director of 
the Standard Accident tor over 50 years, 
was unveiled recently in the lobby of the 
company ’s eight-story home office build- 
ing in Detroit. On hand to witness the 





Plaque erected by Standard Accident to 
honor Dexter M. Ferry, Jr., 50 years 
a director. 


unveiling with Mr. Ferry, following a 
board of directors meeting, were the 
company’s directors, President L. K. 
Kirk and other officers, and Mr. Ferry’s 
two sons, Dexter M. Ferry, III and 
Hawkins Ferry, along with Marshall 
Fredericks, noted Detroit sculptor, who 
designed the plaque. 

The plaque, which is approximately 
30 inches by 36 inches bears this in- 
scription beneath the likeness of Mr. 
Ferry: “Dexter M. Ferry, Jr., Civic and 
3usiness Leader, Philanthropist and Pa- 
tron of the Arts.” 

Mr. Ferry, son of the Standard Acci- 
dent’s founder and first president, be- 
came a director of the company in 1907 
and later that same year was elected vice 
president. In 1925, following the death 
of Lem W. Bowen, he became the 
company’s third president and success- 
fully guided the Standard Accident 
through the Depression years. He re- 
linquished the presidency in 1936 to 
assume the chairmanship of the board 
of directors. 


Businessman - Philanthropist 


Besides his long standing association 
with the Standard Accident, Mr. Ferry 
is also chairman of the board of the 
Ferry-Morse Seed Co. and a director 
of the Michigan Fire & Marine Insur- 
ance Co. He is a member of the board 
of directors of the Detroit Institute of 
Arts and a past president of the Michi- 
gan Board of Education. 

Mr. Ferry served for 31 years, begin- 
ning in 1920, as councilman of the Vil- 
lage of Grosse Pointe and later the City 
of Grosse Pointe. He was mayor of 
this Detroit suburb for six months in 
1938 after the death of the incumbent 
mayor. 


As a philanthropist, he donated the 


HOWELL STUDYING NEW DATA 


N. J. Commissioner Urged by Rating Bu- 
reaus to Approve 17.4% Filing for Auto 
B.L, P.D.; Misquoted by Newspapers 

Daily newspaper publicity given in the 
past week to the proposed 17.4% auto- 
mobile B.I. and P.D. rate increase in 
New Jersey has not correctly stated the 
present situation, according to a spokes- 
man of the National Bureau of Casualty 
Underwriters. 

When Charles R. Howell, New Jer- 
sey’s Insurance Commissioner, met re- 
cently with representatives of the Na- 
tional Bureau, Mutual Rating Bureau 
and NAUA, he indicated to them that 
he would grant an upward revision in 
the rates of about two-thirds of that 
originally filed (174%) by the National 
Bureau last April. (The newspapers said 
he would approve not more than one- 
third of that requested.) 

The rating bureaus have put before 
the Commisioner the strong argument 
that the full rate increase is “absolutely 
necessary” at this time in view of the 
loss experience in New Jersey. Mr. 
Howell has assured them that he and 
state actuaries will study the latest ex- 
perience data supplied just recently by 
the bureaus and reach a_ conclusion 
shortly. 

It will be the first rise in automobile 
rates which New Jersey has had since 
1952. 


N. Y. LEGISLATURE OPENS JAN. 5 

When the New York State Legislature 
convenes at noon on January 5, 1958, 59 
Senate and 10 Assembly bills will be 
introduced. Of particular interest to tho 
industry will be the Steingut Bill (A Int 
No. 2) which amends the Insurance Law 
to create a non-profit Motor Vehicle 
Accident Indemnification Corporation 
with power to write auto liability cov- 
ering uninsured motor vehicles and 
financially irresponsible motorists  in- 
volved in accidents. 


Ohio Company Incorporated 
To Write Preferred Risks 


Educator & Executive Insurers, Inc., 
has been incorporated in Columbus, 
Ohio, primarily to write preferred risks 
at reduced rates. The company has 
$300,000 capital, with 20,000 shares of 
common stock. Incorporators are Her- 
bert N. Snowden, Harry J. Nichols and 
Carl S. Clark. 

Immediate efforts will be directed 
toward teachers and educators. Later 
the company hopes to take in profes- 
sional and executive groups. It is be- 
lieved that the company has the support 
of the Ohio Education Association. 


ALLSTATE’S POWERS HONORED 

William F. Powers, manager of the 
Long Island regional office of the All- 
state has been elected a director of the 
Long Island Association, a business and 
professional group representing com- 
panies with offices on Long Island. He 
will serve a three year term on the 
board of directors. 





site and part of ma construction cost for 
the building of the Mutual Aid and 

Neighborhood Club of Grosse Pointe. He 
donated funds for a city library. He also 
gave Ferry Field to the University of 
Michigan and established the University 
of Michigan Press. 

Detroit is indebted to him for the 
site of Northwestern High School and 
many gifts to the Institute of Arts. Dex- 
ter Boulevard in Detroit was named in 
Mr. Ferry’s honor. Mr. Ferry’s long 
and distinguished career as business and 
civic leader, patron of the arts, and 
humanitarian has earned for him great 
respect and gratitude. 


W. E. McKell Host at 
Luncheon to Press 


AMERICAN SURETY GATHERING 


Informal Discussion Reveals Company’s 
Approach to Auto Ins. Problems— 
Gearing Commissions to Loss Ratios 


Insurance newspapermen in New York 
City were luncheon guests on December 
18 of American Surety Co. at the Bank- 
ers Club of America, with William E. 


McKell, board chairman and president, 
This is the traditional holiday 


as the host. 








Travelers Appoints 
Dr. Ralph W. Haswell 


ASSISTANT MEDICAL DIRECTOR 
To Specialize in Chsdpeniinil Medicine, 
Important to Workmen’s Comp.; Has 
Chemical mugincering Degree Also 


Appointment of Dr. R; ilph W. Haswell 
as assistant medical directo _ special 
izing in occupational ia has been 
announced by Dr. R. M. Filson, chief 
medical director of The Travelers. Dr 
Haswell, who will work closely with Dr. 





Fabian Bachrach 
WILLIAM E. McKELL 


get-together, originated by the late F 
W. Lafrentz, board chairman, some 
years ago, which is always pleasantly 
informal. As Mr. McKell expresses it 
“this luncheon gives us the opportunity 
to express our appreciation of the value 
of the insurance trade press.” 

More than usual interest was attached 
to Mr. McKeil’s comments at the lunch- 
eon on the current situation in the 
automobile insurance market. Saying 
that he anticipates a “great shortage” 
in this market over the next six months 
from the standpoint of placement of 
business, he explained that American 
Surety is coping with the problem by 
gearing commissions to loss ratio } 

Instead of a general reduction in com- 
missions the campany is making a down- 
ward adjustment, Mr. McKell said, when 
a producer’s loss ratio on his automobile 
business in a two year period (1956- 
57) has exceeded “our working loss ratio 
formula.” Or this basis the 25% com- 
mission paid to general agents is re- 
duced to 20%; the regional agents’ 20% 
drops to 17%, and the 18% paid to 
local agents and brokers is reduced to 
15%. Where sich adjustments have been 
made in recert weeks the producer re- 
action has bee: favorable. 

Strongest argument in favor of the 
“gearing comnissions to loss_ ratios” 
plan in Mr. McKell’s opinion is that it 
will put the producer on his mettle to 
make a better selection of automobile 
business. 


C. V. Hedstrom, Beaten by 
Thugs, Dies in Hospital 


Charles V. Hedstrom, superintendent 
of the burglary and forgery department 
in Firenan’s Fund-National Surety east- 
ern devartment, New York, died in St 
Clare’s Hospital, New York, on Monday 

On his way home sever: al days ago froma 
dinner meeting of The Pioneers Club, 
25-year people of the Fund Companies, 
he was attacked by thugs at the 50th 
Street subway entrance. He put up a 
terrific fight until knocked out by a 
blow on his head. An operation was 
performed te remove a brain clot but 


DR. RALPH W. HASWELL 


L. G. Ellis, medical director in charge 
of The Travelers industrial medicine and 
surgery program, has spent a major part 
of his medical career in the field of 
occupational This field, in 
which the company 1 
interest, is impor 
tion of workmen’s 
ance. 

Graduated from Rensselaer - 
nic Institute in 1942, Dr. Haswell was 
awarded a degree in chemical engineer- 
ing. He received his M.D. degree in 
1947 from the University of | 
School of Medicine : 
in 1954 after finishi: 
course at the University 


diseases. 





compensation insur- 





received the degree of doctor 

trial medicine. Dr. Haswell l 
been certified as a diplomate by the 
specialty board in occupational medi- 
cine. 


Private Industrial Practice 


After completi 





Dr 








Ge1 lesee Hospital, Re chester, 

Haswell had extensive experi in pri- 
vate _ ime lustrial practice. Prior te 
his $s appointment was medi 
cal of the Buff: ilo, "N Y., plant 
of Pi i Division, Allied 





Chemical and ‘Dye Corporation 

From August, 1954, August, 1956, 
he served with the United States Navy 
He was first assigned as medical officer 
of the Naval Administration Unit, Spe 
cial Weapons Project, Sandia Base, 
Albuquerque, N. M. Later he became 
associate head of the preventive medi- 
cine department of the Naval Medicz 
School, Bethesda, Md. On his release, 
he held the rank of lieutenant com- 
mander 

Dr. Haswell be ‘long s to the American 
Medical Association, the Industrial Med- 
ical Association sod the Academy of 
Occupational Medicine 


the injuries proved fata 

Mr. Hedstrom had devoted his i 
insurance career of 38 vears to burglary 
and forgery insurance with National 
Surety, He was considered “on the Street” 
as one of the ablest underwriters in 
these lines 
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Ray Murphy Reports 
On 1957 Legislation 


CALLED “MOST PROLIFIC YEAR” 


Cc. & S. Assn. Issues 46-Page Report 
Covering Action on All Bills Exam- 
ined by Its Law Department 


Describing 1958 as “the most prolific 
year” for legislation affecting the cas- 
ualty and surety business, Ray Murphy, 
general counsel of Association of Cas- 
ualty & Surety Companies, announced 
this week that the final report on bills 
affecting these lines, introduced in the 
various state legislatures and examined 
by the Association’s law department, has 
been prepared in a 46-page booklet 
which is in the mails this week. 

Nell over 20,000 such bills were ex- 
amined by the law department and, of 
these, the staff recorded and followed 
closely some 12,700 measures,” Mr. 
Murphy explained. “As a result, mem- 
ber companies of the Association re- 
ceived 2,629 ‘bill’ memoranda and_ 1,590 
‘now law’ memoranda with texts of the 
new laws.” 

All the state legislatures met in reg- 
ular session this year, except Kentucky, 
Mississippi and Virginia. In addition, 12 
legislatures held special sessions. The 
Georgia and South Carolina legislatures 
as well as the Congress completed the 
first part of their biennial sessions, and 
all bills not finally disposed of in 1957 
will be continued next year. 


Compulsory Auto Bills in 31 States 


Compulsory automobile liability insur- 
ance bills, patterned for the most part 
either after the New York law or the 
so-called “equal responsibility” or “mis- 
demeanor” proposals, were introduced in 
31 states, Mr. Murphy points out. Of 
all these bills, only one—in North Caro- 
lina—was enacted. The new North Caro- 
lina statute, which will become effective 
on June 1, 1958, is similar in many re- 
spects to the New York law. The North 
Carolina law directs the Insurance Com- 
missioner, in the manner provided by the 
automobile liability rating law “to estab- 
lish rates which aderyeately and factually 
distifiguish between asses of drivers 
having safe-driving cae and those 
having a record of accidents, so that 
those drivers with a record of no acci- 
dents, shall not be subject to unreason- 
able, unfair and discriminatory rates.” 
It is pointed out that a striking feature 
of the North Carolina law is that it de- 
clares that it will become “null and void” 
on May 15, 1961. 

Related bills that were passed in other 
states included: extending the Connecti- 
cut compulsory insurance for minors law 
to all minors under 18 (the old law 
applied to minors between thhe ages of 
16 and 18); and two bills amending the 
New York compulsory law—one, making 
the pen: ilty provision applicable to own- 
ers and operators of unregistered motor 
vehicles and another conforming the 
assessment of expenses provisions to 
those of the financial responsibility law. 
Another New York bill permitting the 
filing of a statement by a motor vehicle 
registrant certifying that he has liability 
insurance, as an alternative method of 
establishing proof of financial security, 
passed the legislature but was vetoed 
by the Governor 

Unsatisfied judgment fund bills were 
introduced in 13 legislatures, but only 
one was enacted, in Maryland. The 
Maryland law, which will become fully 
effective on June 1, 1959, follows the 
pattern of the New Jersey law. 

One of the interesting legislative de- 
velopments this year, it is noted, was the 
final completion of the roster of the 
states which have adopted the security- 
type financial responsibility law (except, 
of course, Massachusetts). “Thus this 
year the two states—Kansas and South 
Dakota—which had not previously en- 
acted such a law, finally adopted it. A 
bill to est: a ish a financial responsibility 
law in Alaska, based on the Florida act, 
failed,” the report stated. 

Amendments to existing financial re- 
sponsibility laws, enacted in 21 
included increase in 





states, 
liability limits in 


General Re. Promotes 
Hoag to Ass’t Treasurer 


George P. Hoag, who joined the Gen- 
eral Reinsurance Corp. in 1936 as a sta- 
tistical clerk, has been named assistant 
treasurer. His most recent work has 
been supervision of the preparation of 
experience figures and rating analyses 
in connection with the General’s ac- 
counts. 

Between 1943 and 1945 Mr. Hoag 
served in the Air Force, in which he was 
commissioned a_ lieutenant. He is 38, 
married, and makes his home in River 
Edge, N 
RETIRES FROM GEN’L ACCIDENT 

General Accident Group announces the 
appointment of John J. Soncini as 


superintendent of the payroll audit 
department, succeeding John M. Tietz 
who will retire on December 31, after 


more than 37 years of association with 
the Group. 





five states; a provision that accident re- 
ports contain insurance information, in 
Wisconsin; the addition of reciprocity 
provision in four states; a requirement 
of future proof in the event of convic- 
tion, in Florida, and a New Hampshire 
amendment making uninsured motorists 
coverage mandatory in the standard 
automibile liability policy. 


In Area of Litigation 


In the area of litigation, the report 
cites several cases dealing with disclosure 
of policy limits, A circuit court in Flor- 
ida issued an order requiring the defend- 
ant to disclose his policy limits, but on 
appeal the Florida Supreme Court re- 
versed the lower court and refused to 
permit the disclosure of policy limits. 
In a decision involving the same point, 
however, the Illinois Supreme Court 
sustained an order requiring disclosure of 
policy limits, and a rehearing has been 
requested by the Association, together 
with the American Mutual Insurance 


Royal-Globe Group Advance 
Blackburn and Schloss 


C, Fred Blackburn and Harold W. 
Schloss have been named secretaries of 
the Royal-Globe Insurance Group. Mr. 
Blackburn will have executive super- 
vision of casualty underwriting, casualty 
engineering and _ payroll audit. Mr. 
Schloss will have executive supervision 
in the actuarial operations of the Group. 

Mr. Blackburn was educated in Flor- 
ida schools and served in the Air Force 
for three years. He joined Royal-Globe 
in 1946 as superintendent of ‘the then 
newly-formed aviation department, pro- 
gressed to manager of that department, 
and in 1952 was appointed assistant 
manager of the casualty underwriting 
department. He has been an assistant 
secretary since 1955. 

Mr. Schloss is a graduate of Brooklyn 
College and a Fellow of the Casualty 
Actuarial Society. He served in the 
U. S. Navy from 1942 to 1946 as a 
lieutenant in command of an LCI, and 
joined Royal-Globe in the actuarial de- 
partment in 1946. He has been superin- 
tendent of that department since 1950. 





Alliance and the National Association of 
Independent Insurers. 

Several test cases regarding taxation 
were brought by the Association and 
other groups. In one of these, the Asso- 
ciation, along with the Life Insurance 
Association of America and the National 
Board of Fire Underwriters, invalidated 
a “very onerous” additional license tax 
imposed by the state of West Virginia. 
In another, the Association and the Na- 
tional Board of Fire Underwriters sued 
to invalidate the Del: vware Police and 
Volunteer Firemen’s Pension Taxes im- 
posed by the 1955 legislature. The Del- 
aware Supreme Court ruled that these 
taxes were unconsititutional and the As- 
sociation and the National Board have 
obtained and remitted to their respective 
member companies refunds of the police 
and volunteer firemen’s pension taxes. 

A newly added section to the report 
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Genl. F.&C. Has Xmas Party 
With E. C. Lechner as Host 


A delightfully informal Christmas 
luncheon party was held by General Fire 
& Casualty Co. of New York on Decem- 
ber 20 at The Colonnades, Essex House, 
N. Y., at which President Edward C. 
Lechner was host. Guests included Vin- 
cent Cullen and Donald E. Bryant, re- 
spectively president and vice president 
of Treaty Management Corp., and three 
directors of the company — Milton B. 
Ignatius, Herbert B. Lazarus and Emil 
A. Dannemann. 

Kenneth E. 





Clolery, manager of the 
General’s New York claims office, was 
arrangements chairman for the affair 
which was attended by 230 employes and 
their guests. Following luncheon the 
afternoon was spent in holiday good 
fellowship. 


UJ] Fund of New Jersey Has 
Paid $1 Million in Claims 


George Kline, chairman of the board, 
New Jersey Unsatisfied Claim and Judg- 
ment Fund, who is counsel for the All- 
state, reports that payments from the 
fund have totaled over $1,000,000 since 
the law went into effect in April, 1955. 

To date, the Judgment Fund board 
has disposed of 680 cases. Of this total, 
160 cases were settled by the fund 
through its own operation, and 520 claims 
were paid as a result of unsatisfied 
judgments against uninsured motorists. 





covers the important category of legis- 
lation on nuclear energy, which repre- 
sents an area in which many of the states 
are exhibiting a constantly growing in- 
terest. Bills to regulate the peaceful 
uses of nuclear energy were enacted in 
12 jurisdictions. Other bills on this sub- 
ject which were passed include the fol- 
lowing: 

California — broadening the definition 
of “safety device” and “safeguard” to 
include any practicable method of miti- 
gating and preventing danger of expo- 
sure to potentially injurious levels of ion- 
izing radiation or quantities of radio- 
active materials; 

Massachusetts — authorizing two or 
more fire or casuz ilty companies to write 
a single policy insuring against nuclear 
energy hazards; 

New York and Oklahoma — covering 
disability due to exposure to radiation 
under the occupational diseases law. 

The Congress enacted a bill providing 
for indemnification for liability due to 
radiation hazards in excess of limits 
available from private insurance carriers. 

The following Congress bills have been 
held over to the next session: to author- 
ize the construction of power reactors 
by the Atomic Energy Commission; to 
provide that in agreements with foreign 
nations or regional defense organizations, 
there be included an agreement by the 
cooperating party to hold harmless for 
public liability persons of the United 
States furnishing services, materials, etc., 
pursuant to such agreement; to establish 
a committee on reactor safeguards. 


Among the legislation which failed 
were general regulatory bills in nine 
states. A bill in California to bring radi- 


ation exposure under the occupational 
diseases law, also failed, 

Commissions to study the various as- 
pects of nuclear energy problems were 
set up in ye states—Connecticut, Flor- 
ida, Georgia, Illinois and Massachusetts. 
The ew yees Atomic Energy Study 
Commission, created in 1956, was recon- 
stituted and continued. In Oregon, a 
resolution was adopted proposing amend- 
ments to the state constitution relating 
to development of thermal and nuclear 
power. 

Still another new development should 
be noted which is a joint taxation 
manual, now in preparation, that will 
combine all the data applicable to both 
casualty and surety and fire companies. 
This manual will be issued shortly under 
the joint sponsorship of the C. & S. 
Association and the National Board of 
Fire Underwriters, 
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Political Expediency 
Seen by Vestal Lemmon 
IN COMPULSORY AUTO BILLS 


NAII General Manager Scores All Such 
Legislation; Cites Massachusetts 
Compulsory Troubl 





Speaking at the conference of Amer- 
Farm Bureau Federation in Chi- 
December 9, Vestal Lemmon, 
general manager, National Association 

Independent Insurers, criticized com- 
pulsory automobile insurance, saying it 
was “destructive, outrageously costly to 
the public, and filled with glaring de- 
ficiencies.” 

Mr. Lemmon said that “buck-passing” 
caused most of the pressure for com- 
pulsory auto insurance legislation. “Too 
many legislators,’ he said, “haven't 
the backbone to attack the real prob- 
lem, the tragic blood bath on our high- 
ways. 

“It would be politically unpopular to 
insist on rigid enforcement of traffic 
laws and other stringent measures neces- 
sary to get the reckless and irresponsible 
drivers completely off the highways,” he 
said. 

The clamor for compulsory insurance, 
he said, is a political escape hatch. Pres- 
sure for compulsory comes not so much 
from the general public as from poli- 
ticians who feel that they must do 
something -anything-to get off the 
hook. 

Mr. Lemmon 


ican 
cago on 


noted that three states 
now have such laws, New York, Massa- 
chusetts, and North Carolina and, he 
added, if the compulsory doctrine should 
become widespread, it would smother 
every spark of insurance industry inde- 
pendence and initiative. 


“Downright Dishonest” 


“The compulsory dogma is offered to 
the insured motorist with the simple 
plea, ‘You’re already insured, why 
shouldn’t all other drivers be compelled 
to do likewise?’” Mr. Lemmon. said. 
“Such blandishments and others to the 
effect that compulsory is a_ painless 
panacea are downright dishonest. There 
are glaring gaps present in any compul- 
sory measure, among them no protection 
from insurance dodgers, hit-and-run 
drivers, and out-of-state cars.” 

Citing the experience in Massachu- 
setts, where such a law has been in 
effect for years, Mr. Lemmon noted that 
as rates went up, political pressures 
forced a watering down of even the 
narrow coverage required by law. Even 
worse, he said, the cost of the minimum 
coverage alone is now so high that 
many motorists are unwilling or unable 
to carry the excess limits or extra cover- 
age they should really have. As a 
result, in accidents involving insured 
Massachusetts motorists, the chances of 
there being truly adequate coverage for 
serious injuries are less than in other 
states. Claim frequency in Massachu- 
setts has long been far greater than in 
the rest of the country, and at least 
double that of our other states physically 
comparable, he said. 

“There are more accidents, too, which 
should debunk any notion that compul- 
sory insurance promotes traffic safety. 

As a direct result of the compulsory 
law, Mr. Lemmon said, Massachusetts 
auto insurance rates are two to four 
times higher than those in non-compul- 
sory states. The rate for basic limits 
bodily injury coverage alone in Boston 
is $93 for Class 1 risks, more than twice 
the average of the rates paid by the 
same class of risks in Chicago, Phila- 
delphia, Los Angeles, and Detroit, all 
much larger cities than Boston. 


Hits At Industry Segments 


Mr. Lemmon severly criticized some 


segments of the insurance industry for 
their failure 
inherent in 
legislation, 
“One would suppose that the sorry 
Massachusetts experience and the dis- 
turbing 


the threats 
compulsory 


to recognize 
any torm ot 


rumblings in New York and 


New F. & C. Directors 


Hoyt Ammidon, president-elect, United 
States Trust Co., ‘and Joseph A. Martino, 
president, National Lead Co., have been 
elected directors of Fidelity '& Casualty 
of New York, member of the America 
Fore Loyalty Group. 


J. INS. WOMEN’S XMAS PARTY 
The Insurance Women of New Jersey 
held their Christmas Party, December 
19, at the Seven Forty-Four Club, New- 








ark. Donations were made to the Wel- 
fare Project. Carols and a Grab Bag 
featured the entertainment. 

North Carolina would be enough to 
alarm all thinking people, cert uinly all 
thinking insurance people,” he said. “But 
sadly, there are some within our own 
industry who persist in the notion that 


by simply stripping the Massachusetts 
type law of most of its administrative 
mechanisms and calling it an ‘equal 
responsibility law,’ they can spirit away 
all the evils of compulsory insurance. 
These bills simply make you give your 
word when you register your car that 
you have liability insurance. If you're 
mistaken or your insurance lapses, you 
go to jail. 

“These bills are compulsory bills in 
every sense of the word. They have 
been called ‘jail bills.” Can it be that 
some people would rather see you in 


>” 


jail than without insurance ? 


Accomplishments 






Of Kemper Group’s 


Safety Contest For College Newspapers 


For the tenth year college 


an opportunity to 


newspaper 
editors have had win 
cash prizes in Lumbermens Mutual Cas- 
ualty’s college contest on 
safe driving, which the company offers 
colleges in the United States, its 


newspaper 


to al 
possessions and Canada. 

H. G. Kemper, 
that the traffic safety campaign is sched- 
uled from November 11 to December 24 


president, said recently 


in order to have college editors impress 
their fellow students to be especially 
careful with their cars when driving 
over the holidays. “We feel that traffic 
safety campaigns conducted by the col- 
lege newspapers for the college students 
have much more impact than speeches 
or editorials by outsiders,” Mr. Kemper 
said. 
$2,100 in Prizes 


About $2,100 is distributed in prizes 
among ten winners, including three each 
for dailies and non-dailies conducting the 
best over-all campaign and individual 
prizes for the best editorial, 
cartoon and photograph. 


PRODUCTION POIN@ XS 


! LURICH- 


AMERICAN 


INSURANCE COMPANIES 








A respectable sum in new premiums is waiting for an 
enterprising agent in almost any community—the one who 
recognizes the sales opportunities wherever there are 


Boilers, Pressure Vessels, and Machinery. 


Of course, he’ll make sales more quickly and easily if he 
has effective, attractive material to help him explain Boiler, 
Machinery, and Use and Occupancy coverages. 


American Guarantee agents enjoy the advantage of a 
complete, up-to-the-minute kit of such sales material— 
plus the help of competent engineers and underwriters in 
making risk inspections, coverage analyses, and quotations. 


If you’re missing out on profitable Boiler and Machinery 
business—because you're not getting the qualified help 
you need—get together with a Zurich-American field man. 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 








ee 


feature, 
During the 


past nine years 410 
have entered the 
2,500 entries. 
“Through 


separate 
contest, 


ce nlleges 
submitting 
the years,” Mr 


Kemper 


said, “Lumbermens has encouraged 
young college drivers to recognize and 
practice safe driving habits as a result 


of safety campaigns in their own school 
publications. It is rather difficult to 
measure the degree of Success of such a 
traffic safety program,” he said. 

Caused Improvement 


"a Jail V 
cam 


However, 
Kansan” 


one report from the 
compared its first safety 
paign results in 1952 to the previous 
year when the contest was not entered 
In 1951, without a campaign, there were 
six traffic accidents involving 13 Kan- 
sas University students resulting in five 
deaths. In 1952 there were two 
accidents at school or home involving 
students. In neither case was the stu- 
dent the driver or the injury fatal. 
“There have been some other gratify- 
ing sidelights of our college contest,” 
Mr. Kemper continued. After the editor 
of the Bucknell University. “Buck- 
nellian” had won top prize for his edi- 
torial, three newspapers in Pennsylvania 
offered him jobs. 
The University of 
“Daily Trojan” 


only 


Southern California 
invested the prize money 
of their six awards in a dark room and 
other photographic equipment. The lab 
is one of the most modern photography 
installations of any university paper i 
the country. 

A professor at Tufts used the safe 
driving contest for assignment in his 
feature writing and journalism classes 
The best article written by the students 
was printed in the “Tufts Weekly.” 






One of the 1956 contest judges said, 
“The contest is an excellent and valu- 
able —— with entries of extremely 
high caliber. The creative effort that 
a contestant must put forth to prepare 
an article is beneficial in itself. Every 
time a person makes such an effort his 
skills improve. In additi of course, 
the study of safety is one of the utmost 
value. The lessons learned could con- 
ceivi ibly save the writer’s life or the 
life of one of his readers.” 


Well-Known Judges 

Over the years the 

have included such personalities as 
George C. Biggers, Sr., publisher of the 
\tlanta Journal-Constitution, Ned Dear 
born, president of the National Safety 
Council, Melvin C. Eaton, chairman of 
the Norwich Pharmacal Company, Josep! 
W. Martin, minority leader of the House 
of Representatives, Dr. J. Roscoe Miller, 
president of Northwestern University, 


contest judges 


Ivy Baker Priest, former treasurer of 
the United St ates, Bruce Russell, Pul 
itzer prize-winning cartoonist of the 
“Los — es Times” and Bill Thomp 
son, star of radio and the movies. 


MacDONALD HEADS AETNA CLASS 


Bruce MacDonald of Boston headed 
the 166th session of the Aetna Casualty 
& Surety sales course. The gradua 
tion dinner was addressed by Agent 
George H. Hulme (a 1950 graduate) of 
oe ham, Mass., who stressed the 
worth of the beginner agent using the 
ee Po it he had been taught He 


highly 
insurance 


particular, Aetna’s 
method of 


praised, in 
regarded survey 
selling 

K. E. CURRAN ACTING MANAGER 
The Employers’ Group announce the 

appointment of Kenneth E. Curran as 


acting manager of the Western New 
York branch, Buffalo, during the ab 
sence, due to illness, or Madison M 


Fredrickson 

Mr. Curran, with the Group since 
1950, has served as special agent for 
New Jersey department and 


Island branch. 


northern 
the Long 
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30 Years Of Massachusetts Compulsory 
Auto Insurance Law Reviewed In Book 


Publication by State’s Casualty Insurance Industry Demon- 
strates Dangers of Compulsory Laws; Experience Shows 


Political Influences Affect Rate-Making 


The Massachusetts Compulsory Auto- 








mobile Liability Insurance Act was en- 

‘ted in 1925 and became effective Jan- 

tary 1, 1927. This was the first state 

npulsory auto insurance law in the 

yuntry Casualty Insurance Com 

panies Servit Massachusetts has pub- 
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Distortions of Fact 














- Insu inde 
\ pulsory law p 
s Phe North ( ina 
nce law vhich 
eff Day 
aw will expire 
1961, unles lature renews 
achusetts, the 
s ¢ S Sole rate 
pitched int 
prime political target 

most ikelv t pe sh ta 

Politics and Rate Making 

The book remarks: “Massachusetts 
S many Insurance Commis- 
sioners. But each one has been a politi- 
il appointees ed by the Gov- 
ernor. And by f being a politi- 





al appointee each Commissioner has 
found himself subjected to the most 
bstinate and improper pressures main 
m legislators but occasionally from 
branch of the govern- 





he executive 
ment.” 

These pressures have always been to- 
rd keeping compulsory insurance 
*s down to levels which may be 
politically palatable, notwithstanding ris- 
ing accident claim frequencies and claim 





The law directs the Commissioner to 

he rates about September 15, each 
year. When it is apparent that the 
Commissioner has no recourse but to 
announce a rate increase, the party in 
power becomes uneasy and fearful that 
such an announcement will endanger its 
prospects at the polls. If the increase 


set the 





is announced before the election it usu- 
ally is only a token increase, tailored to 
suit the electorate’s point of resistance. 
The alternative is to hold up the rate 
revision until after the election. Politics 
has thus become the controlling factor 
in rate-making under the Massachusetts 
system, rather than realistic, cold, im- 
partial actuarial analyses 

\nother of the terrible things about 
the Massachusetts system is the now 
notorious public hearing on the rates. 
\s conceived originally these hearings 

-e to have served as quasi-judicial 
proceedings to assist the Commissioner 
in determining his official compulsory 
rates. Here the Insurance Department 

ld present testimony and_ exhibits 
of his rate decisions. The 





support 
nsurance companies could present evi- 
‘e supporting reasons for sustaining 
the companies felt necessary. 
hese hearings have been described 
since as “worthless and disorderly.” The 
public is entitled to attend, but rarely 
loes. Instead the way is clear for head- 
line-hunting individuals to turn pro- 
‘eedings into a bedlam of irrelevancy 
ind invective. The hearings do more 

confuse and distort public thinking 
than any administrative function which 
must be carried out under the law. The 
‘umulative effect is that the integrity 
r casualty insurance industry in Massa- 
husetts has suffered greatly 


Why Take Auto Risks? 
The First Years” 





Thirty gives a 


proper answer to the question that is 
probably being asked in many states: 
“If insurance companies are really los- 
ing millions why do they continue to 
write this automobile insurance?” The 
answer given is that the companies con- 
tinually hope to get adequate rates for 
this insurance and that even if they 
give up automobile lines the state will 
only take over and operate a monopoly. 
This state-run insurance brings visions 
of the state taking over disability, work- 
men’s compensation and other forms of 
insurance. 

This effective publication by the 
Massachusetts casualty insurance indus- 
try covers the whole ground of the 
compulsory insurance matter in readable 
detail. It explains conditions in the 
“Rating Bureau” controversy. 

These political demands have been 
raised in total disregard for the fact 
that the rating section alreadv exists 
in the Insurance Department. The de- 
mands are attributed to people who were 
sponsors of the discredited flat rate 
plan of compulsory insurance. These 
people demanding a “State Rating Bu- 
reau” intimate and sometimes outrightly 
accuse the Rating Section of deliber- 
ately juggling and padding accident loss 
statistics to gain higher compulsory 
rates. Actually the Rating Section could 
not, even if it wished, risk the effect 
of a scandal such as this. 


Chapter Headings of the Book 


The book devotes chapters to the 
following matters also: How Compul- 
sory Rates are Made; The Under-25 
Driver Problem; Territorial Rating vs. 
Flat Rate Fallacy; The Claims Picture 
Brought Into Focus; The Assigned Risk 
Plan; Proposed Innovations Explored; 
and Reducing Human Suffering and In- 
surance Costs. 

Proposals for the flat rate, the book 
explains, come from legislators repre- 
senting the high-rated Greater Boston 
area. Understandably, reresentatives of 
other areas with lower rates vote against 
the flat rate because it would mean 
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Travelers Indemnity Makes 
Eleven Field Appointments 


Eleven field appointments in casualty, 
fidelity and surety, and fire and marine 
announced by The 
Eight field super- 
visors have been appointed. They are: 

Thomas F. Werner, fire and marine at 
Dayton; Raymond L. Hilton, fire and 
marine at Hartford; James R. Moore, 
fire and marine at Birmingham, H. Peck 
Joseph L. 


lines have’ been 


Travelers Indemnity. 


Buckley, unassigned, and 
Farmer, casualty, fidelity and surety at 
James W. Walker, casualty, 
3irmingham, Don J. 


St. Louis. 
fidelity and surety, 
Thompson, casualty, fidelity and surety, 
at Miami, and Gregory L. Mulleavy, fire 
and marine, at South Bend. 

Two field supervisors have been trans- 
ferred, They are Frank H. Miltner, fire 
and marine from Camden to Newark, 
N. J., and Bradford D. Davol, Jr., cas- 
ualty, fidelity and surety, from 
Mass., to Portland, Me. 

The headquarters of David D. Baker, 
field supervisor, casualty, fidelity and 
surety, has been changed from Silver 


Creek, N. Y. to Buffalo, N. Y 


) _ 
2»OStoNn, 





probably higher rates for their own 
constituents. When a referendum was 
held in the 1950 election the flat rate 
was turned down by a_ three-to-one 
margin. 

Just as the insurance companies are 
comparatively helpless when it comes 
to rate making in Massachusetts, so also 
are they trapped by the assigned risk 
plan. The companies cannot deny insur- 
ance to anybody whose right to drive a 
car has not been revoked by the Reg- 
istry of Motor Vehicles. Yet many 
members of the public still say “If the 
insurance companies ruled these bad 
risks off the road by denying them cov- 
erage, the rates would go down over- 
night.” 

The compulsory system has created 
in Massachusetts a clear picture of how 
hazardous motoring has become in that 
state. From 1950 to 1956, the book points 
out, 488,761 were injured on the high- 
ways, a total well over half the popu- 
lation of Boston in seven years. The 
number of injured in 1950 was 55,309. 
It rose to 86,219 in 1956. 


Praise New Jersey Law Enforcement 


Tribute is paid by the Massachusetts 
writers to the system of “no-fix” traffic 
enforcement existing in New Jersey. The 
ticket system is under the complete 
control of the court, and the policeman 
must account for each ticket issued by 
the court, even if the ticket is defaced 
by snow or rain or any other means. 
“The First Thirty Years” “The 
record of New Jersey is a classic exam- 
ple of what can be accomplished when 
the public is awakened by sudden, dra- 
matic and sweeping action to improve 
highway safety ... and there is no rea- 
son why a similar enforcement program 
could not be enforced here” (in Massa- 
chusetts). 

“The real problem is in getting such 
a program through the Massachusetts 
Legislature, for there is a sharp division 
of opinion on adopting a stern ‘no-fix’ 
safety enforcement system in this state. 
And the tragedy of the situation is that 
while factions continue to argue and 
weigh the merits of the program, the 
motorists of our Commonwealth continue 
to kill and maim each other by in- 
creasingly horrible proportions. 

“Having tried every other means, only 
to fail, Massachusetts must now adopt 
drastic methods to reduce accidents and 
the cost of accidents in death and suf- 
fering, as well as in insurance rates. 
‘No-fix’ enforcement stands waiting for 
the opportunity to help make Massachu- 
setts a ‘safe’ state for motoring. The 
Legislature should put this system to 
work without further delay. In the cir- 
cumstances, failure to do so would seem 
to be wantonly inhuman,” the Massa- 
chusetts insurance industry believes. 


Says: 
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Holz Names Curran 
Advisory Bd. Chairman 


FOR A. & H. EXAMINATION GROUP 


Broker-Agent Morton D. Sellner is Vice 
Chairman; Board Favors New 
Licensing Scheme 

Leffort Holz, New York Superintend- 
ent of Insurance, has announced the 
appointments of Francis T. Curran of 
the America Fore-Loyalty Group as 
chairman and ‘Morton D. Sellner, New 
York agent-broker as vice chairman of 


Matar 


FRANCIS T. CURRAN 


the New York State Advisory Board of 


Accident and Health Insurance Exami- 
nations. . 
The Board, comprising home office 


people and agents, was originally con- 
stituted ten years ago to advise and 
consult with the Superintendent with 
a to the preparation and conduct 
of A. & H. insurance examinations and 
to recommend any changes that might 
expedite or improve any phase of the 
examination procedure or the method 
of conducting examinations. 

At the last meeting of the Board, it 
was announced that the mechanical pro- 
cedures of the Insurance Department 
had been rearranged to expedite the 
issuance of licenses to applicants who 
successfully pass their examinations, as 
was previously recommended by _ the 
Soard. The new practice will reduce by 
as much as a week the time necessary 
to grade papers and issue the necessary 
licenses. The new technique will enable 
candidates to get into production that 
much sooner. The Board reviewed the 
new procedure and endorsed it. The 
members are constantly on the alert for 
suggestions within their scope that will 
improve the accident and sickness busi- 
ness, generally. 


Original Board Member 


Mr. Curran has served as a member of 
the Board since its inception and Mr. 
Sellner has been a member since 1952. 
Mr. Curran has taught A. & S. insurance 
principles for the past 20 years and is 
the author of “Fund umenti ils of Accident 
and Health Insurance.” He is. well 
known for his activities in the accident 
and health field. Mr, Sellner has been 
engaged as an insurance agent and 
broker for 20 years. He specializes in 
the sale of disability insurance. 
Deputy Superintendent Walter F. 








Townsend Committee Sets 
Feb. 19 For Public Hearing 


Complaints against hospitalization in- 
surance, carriers, and the relationship of 
carriers and hopsitals will be heard at 


two public forums scheduled in Indian- 


apolis by the legislative committee inves- 
tigating A. & S. in the state. State Sen- 
ator J. chairman of 
the committee, has set the sessions for 
February 19 at the capitol building in 
Indianapolis. One session will be held 
from 2 to 4 p.m. and a second from 7 
to 9 p.m. 

The public in general has been invited 
to appear through newspaper publicity 
throughout the state. Specific invitations 
to appear will go to each person who has 
registered a written complaint with the 
committee, to all companies against 
whom complaints have been made, to 
representatives of hospitals, and to 
agents’ associations. 

The industry committee, formed to 
analyze policy forms and advertising of 
all Indiana-licensed writers of hospital- 
ization, has announced it will check first 
on the material submitted by companies 
against which complaints have been 
made. The advisory committee was ap- 
pointed by the Indiana Association of 
A. & H. Underwriters at the request of 
the investigating committee. Chairman 
is Charles Ray, vice president, Associ- 
ates Life, Indian: polis. 

The investigating committee has set 
January 22 as the date of its next meet- 
ing, at which time, according to Senator 
Townsend, it expects to have ready the 
first of its concrete proposals for tight- 
ened hospitalization insurance legislation. 


Russell Townsend, 





Brooks, represents Superintendent Holz 
at the meetings of the Board. Elizabeth 
Slawsky of the Albany office of the 
Insurance Department serves as secre- 
tary. The other members are: Sidney 
L. Eisenberg, Troy; J. F. Follmann, Jr., 
New York; John < Greeno, Buffalo; 
John P. Hanna, Chicago; John F. Lydon, 
New York; Arthur B. McGuire, Syra- 
cuse; A. Stewart Payne, Binghamton, 
N. Y.; Harold J. Shackelton, Utica; Earl 
R. Trangmar, New York, and J. Francis 


Welch, New York. 


justing 
‘Only one in 5,000 is that lucky.’” 





New Jersey Producers 
Hear of “A. & H. Bombs” 


IN ERNEST E. CRAGG’S TALK 





Washington Nat'l Regional Supervisor 
Stresses Reason In Getting Public 
Insured Against Economic Dangers 


Ernest E. Cragg, Ww ashington, D. C. 
regional supervisor for Washington Na- 
tional, was principal speaker at the re- 
cent meeting of New Jersey A. & 
Association. Mr. Cragg’s engagement 
proved something of a bombing mission, 
for he discussed A. & H. insurance sell- 
ing, while using the metaphorical analogy 
with Atomic & Hydrogen bombs. 

Mr. Cragg declared: “As applied to our 
business, the elements of A. & H. bombs 
are any fact or series of facts which, 
when exploded in his presence, cause the 
prospect to react intelligently and 
promptly so as to insure himself against 
the economic dangers brought on by dis- 
ability and medical expenses.” 

From the current news, the speaker 
said, it may appear that scientists are in 
the saddle. It may appear at times to 
those engaged in selling disability insur- 
ance that they are being left behind 
and their accomplishments not accorded 
proportionate recognition, for selling is 
not a science, he said, rather it is an art, 
based on a science. 


“UNIVAC With a Heart” 


Mr. Cragg continued: “If the current 
news is submerging the recognition of 
the creative art of selling and lending 
more emphasis to the exact and absolute, 
we should be able to find illustrative ex- 
amples in our own industry. Therefore, 
significantly enough, it seems that one 
of our successful but momentarily dis- 
gusted fellow A. & H. salesmen was 
visiting his home office. 

“He was passing the time of day with 
the head actuary (Univac — with a 
heart). Apparently, his sales had fallen 
off disastrously. In any event, he was 
most despondent and observed to the 
actuary, ‘We’ve had the Atom Bomb, 
The Hydrogen Bomb, they’re working 
on I.C.B.M., Asian flu is sweeping the 
nation, inflation may wreck us—and, as 
if we don’t have enough troubles on 
earth, they come up with Sputnik and 
Poochnik and bring them in from Outer 
Space.’ His head in his hands, he con- 
cluded, ‘Sometimes I wish I hadn’t been 
born.” Without turning a chart or ad 
a slide rule, the Actuary replied, 


Motives For Buying 
The speaker quoted from the Vance 
Packard book “Hidden -Persuaders” to 
(Continued on Page 26) 





I= Happy ‘me Year ke All f= 


Approaching the end of this busy year, we find con- 
siderable satisfaction in the production record made by 
our agency with the help of a loyal and increasing clien- 
tele of agents and brokers. Our volume gains each month 
have been gratifying . . . they are the result of your efforts. 

So, accept the heartfelt appreciation of James R. 
Garrett, Inc. which has maintained a leading position in 
A. & H. production for National Casualty Co. through- 


out 1957. 


The New Year outlook is promising for A. & H. Public 
demand for income protection is increasing. We have a 
policy to fit nearly every need including guaranteed re- 
newable A. & H. and hospitalization. So consult us fre- 
quently on your clients’ needs. 


JAMES R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


45 JOHN STREET 





REctor 2-4567 





INC. 


NEW YORK 38, N. Y. 














Value of Medicare Plan 
Proved in First Year 


MILITARY DEPENDENTS BENEFIT 
Dept. of Defense : Reverie Payments for 
Physicians’ and Hospital Bills; Mu- 
tual of Omaha Participating 


The Government’s dependents medical 
care program, popularly known = as 
“Medicare,” has completed its first year 
of operation and figures covering’ physi- 
cian’s bills and hospital charges have 
been released by the Department of 
Defense, Washington, D. C., which point 
to Medicare’s value to the families of 
members of the armed forces 

At the same time the Mutual of 
Omaha, which was designated a year 
ago as the primary contractor for Medi- 
care in 17 Midwest and Southeast 
has demonstrated the efficiency of hay 
ing private industry to administer claims 
under a Government sponsored program 
of this character. 

The Department of Defense reports 
that over 300,000 civilian physicians’ bills, 
totaling $22 million, and over 200,000 
civilian hospital charges, totaling $21 
million, have been paid to date for the 
medical care of dependents of the armed 
forces. The Air Force leads the other 
services with 41% participation in the 
Medicare program. The S. Navy is 
second with 32%; U. S. Army is third 
with 25% and the Public Health Serv- 
ice, 2% 


States, 


To date almost 40% of the Medicare 
patients have been maternity cases, the 
Department of Defense said 


Mutual of Omaha Pays Over $10 Million 


Mutual of Omaha has paid over $10 
million in civilian hospital charges in 
the 17 states in which it has administered 
the Medicare program. In addition, the 
company has handled civilian physicians’ 
bills in Ohio and Rhode Island under 
direct contracts with the Government 

V. J. Skutt, president of Mutual of 
Omaha, pointed out this week that “the 
successful record of our first year’s ad- 
ministration of the Medicare program 
is an outstanding example of the prompt, 
courteous and efficient operation that 
can be attained for Government spon- 
sored voluntary health insurance cover 
age under the supervision of private 
industry.” He added: 

“The Medicare program, so important 
to our armed from a morale 
standpoint in improving the retention 
of experienced military personnel, has in 
the words of Major General Paul I 
Robinson ‘already proved [ 
workable plan operated in a thoroughly 
democratic way.’ We are proud to offer r 
the facilities and technical insurance: 
knowledge necessary as a public service 
in helping our Government extend this 
valuable fringe benefit to our deserving 
servicemen and women and their de- 
pendents.” 


Standard Accident Expands 
Cleveland Facilities 


The expansion of its Cleveland service 
office to full branch stature, effective 
January 1, is announced by Standard 
Accident and its affiliate, the Planet. The 
new branch will provide full, local audit 
ing, engineering, claim, underw riting and 
production facilities for Standard’s 
agents in northern Ohio. Edward G 
Martin continues as manager 


forces 


itself as a 





CRAFTSMAN’ S DIVIDEND 

Directors of Craftsman Insurance Co 
announce a regular quarterly dividend 
of 10 cents a share on the common stock, 
was paid December 23, 1957 to stockhold- 
record December 19, 1957, the 
same as was paid in the previous 
quarter 

MARCUS W. VARBLE, 5A, DIES 

Marcus W. Varble, 50, manager of the 
insurance policy printing department of 
Recording & Statistical Corp., died De 
cember 13 after a protracted illness. Mr 
Varble became well known and liked in 
insurance industry during his 18 years 
with the company. 


ers of 
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N. we Welfare Fund Act 
Changes Are Opposed 


TESTIMONY BY ALBERT PIKE 


Insurance and Banking Interests Chiefly 
Concerned Over First of 17 Proposed 
Amendments to 1956 Act 


Proposed changes in New York State’s 
employe welfare 1956 met 
with considerable protest from insurance 
a hearing De- 
N.Y, 


Law- 


fund act of 


and banking interests at 
cember 20 in the 14 Vesey Street, 
New York County 
It was sponsored by 


building of the 
Association 
and Banking 


yers 
the Insurance Departments 
of the state. 
Most of the 
at the first of the 17 
This proposal would bring 


opposition was directed 
suggested amend- 


ments under 


egulation the funds and programs which 
are administered unilaterally by employ- 
ers and labor organizations instead of 
being restricted, as at present, to funds 


which are established or maintained 
jointly by both ; 
Albert A. Pike, Jr., actuary of the 


Life Insurance Association of America, 
warned that if this and other proposals 
adopted and did actually extend 
the disclosure law to all Group insurance 
plans, they would require a tremendous 
amount of paperwork by all companies 
nsultants would have a 
would see to it that 
asserted 


were 


involved. “Ci 
field day and they 
the pot is kept boiling,” he 

Mr. Pike hoped that it would be pos- 
sible for the insurance company repre- 
sentatives and the banking people to sit 
down and reach agreement on what are 
considered the two main points involved 
in the proposals. These include a stand 
against expansion of coverage to uni- 
lateral plans and any substantive changes 


at all. Joining with Mr. Pike in the 
position taken were Eldon Wallingford, 
general counsel, American Life Conven 


Flynn, Health Insurance 


America 


tion, and J. C 
Association of 


Banker W. F. Lackman Gives Support 


insurance view 


William F. 


Further support to the 
point was expressed by 
Lackman, vice president of Guaranty 
Trust Co. and chairman of the employes 
benefit fund committee, New York State 
Bankers Association, who expressed the 
view that further substantive amend 
ments in the welfare fund act would 
be premature 

A\noth speaker at the hearing 
Horace of Sheldon, director of industrial 
relations department, Commerce and In- 
Association of New York, noted 
Insurance and Banking Depart 
surveyed 
there has 
document 








dustry 


ments have both extensively 
unilateral programs and _ that 
| 


been every opportunity to 

abuses to the extent they exist, but none 

of any importance has been found 
Martin E, Segal, New York pension 


onsultant, did not object 
as the ins urance people to the first pro- 
posed amendment. This is because, in his 

bsp. to be consistent 


opinion, it 
with employe welfare fund laws in som 


of the other her that have enacted 
regulatory acts of this type as well as 
bills introduced in Congress 

In turn, Meyer Goldstein, president of 
Pension Planning Co., New York, as- 
serted that the best protection for all 
welfare funds would be the requirement 
of an annual actuarial valuation of eacl 
fund. There is plenty of room, he said 
for correction in determining whethe 
the jointly administered programs are 


actuarially sound 


Wale BRANCH MANAGER 





\ppointmer f Raymond J. Lloyd of 
\lex Va., as manager of the Sar 
ANCcIsce branch office of the Federal 
Prade Commission is announced by FTC 
Chairma John W. Gwynne. The ap 


becomes effective 

1 ceeds Earl Van 
ilif., who died of 

that city 


Wagone1 
a heart 





as strenuously 


January 21, 


Richard Connolly Heads 
New Jersey A. & H. Assn. 


Richard H. Connolly, regional super- 
visor, Group department of Washington 
National, is the newly elected president 
of the New Jersey Accident & Health 
Association. Mr, Connolly, a member of 
the association for nine years, was its 
secretary in 1956 and vice president in 
1957. His predecessor as president, Eston 





CONNOLLY 


RICHARD H. 
V. Whelchel, Provident Life & Accident, 


becomes chairman of the association. 


The following officers were also 
elected: Vice presidents, Charles P. 
Lupke, manager A. & H. department, 
C. J. Simons Agency; Saul S. Vort, 


The Prudential, and 


brokerage manager, 
; : general 


Ramon E. McCue, associate 
agent, Robert E. White Agency. Secre- 
tary is Ephriam Weiniger, vice presi- 
dent, Paramount Mutual Life. Treasurer 
is Joseph P. Kreutler, manager, John 
Couch, Jr. Agency. 

Mr. Connolly attended Marquette Uni- 
versity and later (1941-45) served as a 

taff sergeant in the infantry, gaining 
the Purple Heart. He worked as a sales 
representative with Presto Chemical 
Corp., but came to Washington National 
in 1947. He was Group representative 
from 1947 to 1949 and then became 
assistant supervisor. In 1952 he was made 
supervisor and this year was advanced 
to regional supervisor. 

He has been an assistant instructor 
for the Dale Carnegie Course and is a 
member of the Downtown Speakers 
Club, He was prominent in the Building 
Fund campaign of the Church of Our 
Lady of the Lake. Mr. Connolly is mar- 
ried and lives in West Orange, N. J. 


Bankers Security Life 
Appoints Stein, Schwartz 


Appointment of Edward M. Stein as 
general agent and Arthur A. Schwartz, 
as associate general agent, under the 
firm of Leaf Associates, 2909 Bridge 
Plaza North, Long Island City, has been 
announced by Bankers Security Life, 
New York. 

Mr Stein, of Flushing, was formerly 

ith Aetna Life. He is an alumnus of 
New York University and an Army 
veteran of three and a half years service. 
His ee training includes the 
\etna .C.P. course, Aetna Career 
Course per Remington Rand Sales 
Training 

Mr Shas irtz, _~ also specialized in 
the Aetna E.C.P. Course, the Advanced 
School and Career Course, attended the 
University of Connecticut. He lives in 
Woodside, N. Y 


NEW HIAA MEMBERS 
The Health Insurance Association of 
\merica announces three new member 
ompanies. They are Allstate, and All 
state Life of Skokie, Ill, and Brother- 
Mutual Life of Fort Wayne, Ind. 
HIAA now has 265 members. 


hood 


Employers Group Will 
Expand School for Agents 


Loring H. Hemenway, superintendent 
of the education department, Employers’ 
Group, announces plans for the expan- 
sion of the companies’ school for agents, 
now entering its 13th year. Three seven- 
week courses have been added to the 
curriculum for a total of six schools a 
year. Attendance in 1958 is expected to 
more than double that of previous years. 

Additional classroom facilities and 
housing accommodations have been pro- 
vided and the teaching staff increased 
to handle the stepped-up program. 
Though the number of schools has been 
doubled, classes will be kept small to 
allow for individual instruction. Agents 
interested in attending one of the 
schools, should enroll early 

U nder the guidance of a 
and experienced staff of 
students receive a thorough grounding 
in all lines of insurance with the ex- 
ception of life. Practical training is 
stressed and actual insurance forms are 
used as texts. 

The comprehensive seven week course 
is divided into four parts. Fundamen- 
tals of Insurance; Insurance Coverage, 
Rating and Production, (detailed study 
of each line); and General Insurance 
Techniques, (includes salesmanship, pro- 
duction and agency management). 


competent 
instructors, 


A. & H. License Course 


Robert Edwards, general agent, Se- 
curity Mutual Life, announces the start- 
ing of an accelerated accident and health 
licensing course at his offices, 15 East 
40th Street, New York City. Life agents 
are invited. 

The course commences January 7, at 
4:30 p.m. with Ed Levy, brokerage man- 
ager, as instructor. Telephone num- 
ber for reservations is MUrray Hill 
6 - 0030. 


New Jersey Talk 


(Continued from Page 25) 


demonstrate proper motives so as to 
secure better sales results. Packard 
showed how women will pay $2.50 for 
skin cream because it promises to make 
them beautiful, rather than the 25 cent 
bar of soap which promises only cleanli- 
ness. Similarly, cosmetic manufacturers 
sell hope, rather than lanolin; oranges 
are bought for vitality not food, and cars 
are not automobiles, ‘but prestige. 

Mr. Crage’s observ: ation was that these 
competitors for the public’s dollar, were 
selling promises that could not be ful- 
filled as truthfully as the guarantee that 
goes with an insurance policy. The A. & 
H. salesman, he suggested, might “drop 
a few charges ” of his own in establishing 
some desire for A. & H. protection 
among his prospects. “Individual pros- 
pects,” he remarked, “will come in direct 
proportion to the quality of the tech- 
niques in the selling arsenal and the 
number of targets exposed to them.” 


Day Time Prospecting 


The speaker urged agents to fill their 
prospects hopper during daytime hours 
and pointed to prospects among business- 
men during office hours. However, he 
is against the agent going into the pros- 
pect “all wrapped up in the plan he is 
selling not caring about the prospec > 
situation.” “Such agents,” he said, ‘ 
not qualify their prospects.” If the ee 
est rate held the key to the sale, com- 
panies who operate with a postage meter 
and a letter opener might put the selling 
agent in the ranks of the unemployed. 

In closing his talk Mr. Cragg quoted 
the man he called “the greatest living 
orator,’ Winston Churchill. Churchill 
said: “If I had my way, I would write 
the word ‘Insure’ above the door of 
every cottage. For in this way even the 
poorest man at work at a relatively 
small sacrifice, can protect himself 
against a catastrophe that otherwise 
would smash him up forever.” 





Harry Yarin Honored 


(Continued from Page 6) 


ing staff, fully paid for by the company. 
General agents and agents will receive 
lifetime service fees.” 

Mr. Yarin referred gratefully to the 
time, effort and energy given by East- 
ern’s administrative and finance commit- 
teemen, and to the similar devotion of 
each of his fellow officers. Speaking in 
tribute of the late Col. Francis R. Stod- 
dard, general counsel, he said: “The 
Colonel was always a_ bulwark of 
strength in legal matters.” Mr. Yarin 
then introduced Victor Whitehorn, a 
director of the Eastern, and his asso- 
ciates—William Cowin and Jules White- 
horn—and said that they are now attor- 
neys of the company. In turn. he ex- 
pressed the appreciation of Eastern’s 
entire official family to the New York 
Insurance Department for “the valuable 
advice and guidance we have reccived at 
all times,” and to the insurance press 
“which has sung our praises over the 
years.” 

His closing words were directed to 
the company’s producers and in recog- 
nition of their efforts he said: “You 
determine by your efforts whether we 
go forward in new business production; 
you determine the lapse and surrender 
ratio by proper selling and you in a 
measure determine our mortality expe- 
rience...” He predicted that Eastern’s 
next $100 million in force will be 
achieved in less than three years, and 
he has set the 1958 new paid- for. goal 
at $45 million, a 50% increase over 1957. 
Fittingly, Mr. Yarin finished with heart- 
felt tribute to his wife and thanks to 
all at the dinner for the book of sig- 
natures he received. 


INSTRUCTION FOR HOSPITALS 


Need Seen to Explain Company Policies 
to Hospital Admission 
Staffs 

Many of the difficulties that regular 
insurance companies re port their policy- 
holders encounter with hospital admis- 
sion personnel could be overcome if the 
business would do a “selling job” on 
such personnel through instruction 
courses such as the Blues run for them, 
Wilbur McLin, administrator, Commun- 
ity Hospital, Indianapolis, told members 
of the Indianapolis A. & H. Association 
at their December 9 luncheon meeting. 

Mr. McLin declared that he would be 
glad to see that clerical personnel of his 
hospital attended any such courses or 
schools regular insurers might offer. 

“Certainly the clerk may tell your 
policyholder that he never heard of your 
company and doesn’t know anything 
about it. It’s often the truth. Why don’t 
you use a little of your salesmanship 
in better informing him, and particularly, 
in educating him on your policies and 
claim forms?” the speaker asked. 

Speaking on “What Insurance Means 
to Hospitals,” Mr. McLin stated that 
insurance has “revolutionized” hospital 
operation. “Just the other day, I saw an 
ad for bonds issued by a Toledo hospital 
in the ‘Wall St. Journal.’ Considering 
that a deficit used to be thought inevit- 
able in hospital operation, it is amazing 
to think that today, a hospital can be 
sound enough to offer bonds in a finan- 
cial newspaper. Insurance has done that. 
There is even a trend toward self-fund- 
ing for future expansion,” he reported. 

Hospitals try to be non- partisan about 
carriers, the administrator reported. 
“However, since hospitals theoretically 
own Blue Cross and because we know 
their claim routines better because of 
the job they do educating our person- 
nel, it’s hard not to be subconsciously 
partisan.” 

McLin also reported that the number 
of cases of patients with multiple cov- 
erage appears to be growing. “T sign all 
refund checks,” he said. “It’s a rare day 
when there aren’t several yoing to pa 
tients who hold more than cone policy 
If you buy right, you can make money 
out of being hospitalized.” 
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FIREMEN’S INSURANCE COMPANY.OF NEWARK, NEW JERSEY 


ORGANIZED 18688 


wv 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 18666 


b 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS. 


ORGANIZED 18652 


w 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


OPGANIZED 1906 


w 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


OAGANIZED 1674 
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COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 


OAGANIZED 1909 
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OYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK |, NEW JERSEY 
Western Department: ! 20 South La Salle Street, Chicago 3, Ill 
Pacific Department: 220 Bush Street. Son Francisco 6, Calf 
Southwestern Department 912 Commerce St , Dallas 22, Tex 


Canadian Departments: 800 Bay Street, Toronto 2, Ontano 
535 Homer Street, Vancouver 3, B C 


Foreign Departments: 102 Maiden Lane New York 5, New York 
206 Sansome St , Son Francisco 4, Calit 
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3 to 5 years ahead 


at INAS 
Schodl tor Agents 


BUSINESS INTERROPTION 


As competition tightens. selling toughens. The agent with the right 
training is better equipped for the game. He can develop sound pro- 
grams of protection that will get and hold insurance. 

INA’s School for Agents in historic Philadelphia has made better 
producers of more than 1200 graduate agents from the U. S., Canada 
and distant places of the world. 

The course is an intensive 8-week session—practical. full of infor- 
mation and geared to today’s selling conditions. Friendly instructors 
who know their subjects will give you a firm foundation in insurance 
principles. You'll have 214 weeks in Personal Lines, with 514 weeks 
allocated to programming Business Risks. Tuition is free to INA agents. 

Find out more about the training that can become your biggest 
asset. Ask the INA Service Office Manager in your territory. 
Insurance Company of North America * Indemnity Insurance Company 
of North America * Philadelphia Fire and Marine Insurance Company 
Life Insurance Company of North America * Philadelphia 





INSURANCE BY NORTH AMERICA (ina) 




















